Three Dollars a Year 





dware 


Founded 1855 





Now—A New Way 
To Display 


) antze 


CELOID FINISH and DECALS 


This display shows exactly 
what people want to know! 


Here is a display that really does something. It shows 
and immediately conveys the effects possible with 
c Kyanize Celoid Finish and Kyanize Decals on a typical 
drop leaf table. This table is beautifully made and fin- 
ished and lettered in gold. Three leaves finished and 4 
decorated, both sides giving a variety of decorative FREE! With an Assortment of 
combinations. A practical demonstration—not a mere 


sign. This new display stands 16” high and 15” wide kk yanIze Decals 


at base—240 square inches with a real sales punch! 


, 
Every live progressive dealer will profit by this offer! Your 
sales will climb steadily from the day you place this FREE 
display on your counter. Widespread newspaper and magazine 
advertising has made a prospect of every home and every 
prospect must come to your store—if you are an exclusive 
Kyanize agent! This new display ties up with Kyanize adver- 
tising and completes the sale. This means quick turnover— 
easy sales—repeat business and a handsome profit for you! 


BOSTON VARNISH COMPANY 


a \ | \ ° 
# \ | \ Everett Station 


4 | \\ SY’ . BOSTON, MASS., U. S. A. 
\ COUPON 


BOSTON VARNISH CO. 


Our latest booklet, Everett Sta., Boston, Mass. 


“The Charm of \ > Ih) ; : . : 
\ js If there is no Kyanize dealer in my locality, send me 


BPAI-N T ED ; = Meer : 
THINGS”’—a marvel- your book, “How to Profit with Kyanize.” My letterhead is 
ous sales builder—will Zs attached. 

be sent to thousands of SS Didier sie deere 

consumers, everywhere, { 

this year. Address 


Abi Senet 














THE NEWEST INNOVATION IN 


1847 ROGERS BROS 


SILVERPLATE 


IECES OF CHARM .. .. an 
Pp alluring name for an allur- 
ing presentation of those many 
pieces of fine tableware that 
are commonly and crroneously 
classed as luxuries in the aver- 
age American home, yet which 
are absolutely indispensable to 
any table that is to be im- 
peccably and charmingly set. 
Pieces oF CuarM will have an 
instant appeal to every house- 
wife for the beautifying of her 


own table. 


More important still, Preces oF 
CuarmM Offer a new and irresist- 
ible appeal to the gift buyers 
of the country a refined 
and artistic offering of table- 
ware that suggests gift-making 


in its very name and packaging 


. .a truly lovely presentation 
of 1847 Rocers Bros. Silver- 
plate that will make Pisces or 
CuarMm the synonym for the 
perfect present for those several 
gift occasions that fall within 
the year... the weddings, the 
birthdays, the anniversaries 
and Christmas . . . a complete 
line of gift silverware for you 
to feature proudly and sell 


profitably. 


Feature Preces or Cuarm and 
it will bring you your full 
share of the gift business. 
Write Sales Promotion Depart- 
ment, International Silver 
Company, Meriden, Conn., for 
window display and counter 
display material, and advertise- 
ments for your local papers. 


‘1847 ROGERS BROS; 


SAL VEBRPLA TE 
Se. cA 
Meg NE RNATIONAL SILVER CO Bigg 


SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 


CANADA: 





RDWAPE AGE, yblished weekly by the [RON th , rk, 
hm at New York, _ under the Act of March 3, 1879. (Printed in U. $ 
zoe each. Vol. 121, No. 4. 


class matter May 22, 1913, at the Post Offce 


AG E “PU BLISHING | COo., 


INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 






































at 239 West 39th Street, New 

















This new EAGLE 50 pound 


pail 


makes the zdeal paint bucket 


We are now offering Eagle White Lead 
{our regular grinding} in the new 50 
pound pail shown above. This new pail 
is the result of many conversations with 
painters, and a good deal of effort on our 
part to produce a pail that you would 
buy if you were looking for the ideal 
paint bucket. 


It is sturdy and squat, built along the 
lines of the Eagle 100 pound keg. And 





~ 


it has the unique feature of a self-locking 
handle that prevents excessive slopping 
over of paint. It is a straight side package 
—which makes it difficult to tip over, and 
easy to handle. 

Painters who have seen this new pail 
have expressed appreciation of it. 

The Eagle-Picher Lead Company, 134 
North La Salle Street, Chicago. 


¥ 


EAG LE | . Pure WHITE LEAD 


Notice the 
self-locking 
handle 





in the new 50 pound 
non-tippable pai 
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ATKINS NEWEST DEVELOPMENT 





Cross Cut Saws 


























ATKINS NEW CROSS CUT SAWS 
NOS. 7 AND 8 


These Cross Cut Saws “THE METEOR?” are posi- 
tively the finest and best—the most modern develop- 
ment in the history of saw making. 

They offer new sales possibilities to hardware job- 
bers and dealers. Their construction is individually 
and exclusively ATKINS, and there is nothing in the 
saw world that will equal them for: 


Ease of operation 
Rapidity in Cutting 
Life of cutting edge 
Rapid turnover 


a : mrpr@iiih 010.08 


WW) 
" ATKINS 








These METEOR Saws are being advertised all over 
the United States, east of the Rocky Mountains, with 
specific direct mail advertising among farmers and tim- 
ber cutters. Once a saw user gets his hands on one he 
wants it—it will pay you to have “THE METEOR” 
Cross Cut Saws in stock. 

Made in two patterns, No. 7 Wide Pattern, and the 
No. 8 Narrow Pattern. 

Complete details and prices of these modern saws on 
request. 

Specify “THE METEOR”—“THE FINEST ON 
EARTH.” 


unven 


THE SAWS WITH THE BLUE STICK 











IT PAYS TO 
FASTER N 
SELL BETTER coved tare 
SAWS 
NARROW 
PATTERN PATTERN & 
E. C. ATKINS & CO. 
Established 1857—The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities: 
ATLANTA CHICAGO NEW ORLEANS PORTLAND, ORE. SEATTLE PARIS, 


FRANCE 
MEMPHIS MINNEAPOLIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 


t For 
Gaus Windows 
sam Doors and 
Porches 


Care atsiZip Stect Wine CLoTH 
IncAll Grades 


Gee Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago 
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A Liquid Solder that Pays Profit 





a 8 Ge 5 = 


| | a . i i 
| Say i o 
="! COLD SOLDER 
A NK < ae | 


Heat 


Required T 


A Household Necessity 


ISIT is a live seller, because once it is tried in the home it will 

be used constantly. TISIT is a Liquid Cold Solder—heat-proof 
and acid-proof. It is applied cold with a stick. Easy to use and 
always ready. No heat or burnishing is necessary. 


TISIT is the only known solder for aluminum and is used success- 
fully for repairing radios, steam pipes, radiators—in fact everything 
for which a solder is used. Every home owner, every radio owner, 
every automobile owner is a prospect for TISIT. 


Heartiest recommendations come from users. No previous exper- 
ience is necessary to use it. 


TISIT has repeated in practically every store where it has been sold — that 
means you can sell it and make money on it. 


$4.00 Per Dozen on Display Card 
Retails for 50c each—$2.00 per dozen profit 


Write today for sample dozen and advise us your jobber’s name. 


Letellier Laboratories, Inc. 


MANUFACTURING CHEMISTS 
119 Main Street East Rochester, N.Y. 
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Sample Roll 


ot the 
Original 
STFRAIGHE—HNE- 

Poultry Netting 


pest! The surest way to convince yourself of 






the merits of U. S. Poultry Fence is by 

nS actual comparison. Send today for this 

miniature sample roll! Address, Indiana Steel & 

Wire Company, Dept. HA, Muncie, Indiana. See for 

yourself why U. S. Poultry Fence is setting new rec- 

ords ~~ sales and profits wherever poultry netting 
is used! 


**T would rather sell one roll of U. S. Poultry Fence than five rolls 
of any other for when I sell one roll of U. S. it sells more for me.’”’ 


There, in a dealer’s own words, is the story of the tremendous 
repeating sales power of U. S. Poultry Fence. It is the story of the 
buying public’s preference for this superior netting; the story of in- 
creased sales and profits for the dealer. 


U. S. Poultry Fence, designed like farm fencé, requires no top rail, no base- 
board. It stretches straight and true from post to post without bagging or 
sagging. The tighter you stretch it the better it is. 


U §. Poultry Fence costs no more than ordinary netting. Yet, because of 
its exclusive advantages, it often commands a better re-sale price and earns for 
you a wider margin of profit. 


If you are not already getting your share of the increasing U. S. Poultry 
Fence business, start now! Be sure to specify U. S. Poultry Fence—not just 
“poultry netting’—for only in U. S. can you obtain the outstanding features 
demanded by poultry raisers everywhere. 





U. S. Poultry Fence 


eee Indiana Steel & Wire Company 
Dept. HA Muncie, Indiana 
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It Pays 


N 
Dealers to carry 
the 


dugunal pattern 
For further information regarding, Morco STILLSON 
wrenches write the nearest sales office. WRENCH 
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Tops Them All! 


The drift is unmistakably toward the Blue 
Streak Line of Children’s Vehicles. Their 
superior design, construction, finish and colors 
are recognizable at a glance. These qualities 
are appealing to hardware dealers everywhere 
with the result that Blue Streak Vehicles 
are featured on the floors of the best 
merchandisers in the country. Your sales 
will increase if you adopt the Blue Streak 
Line for 1928. 





s 
o® ir, wt 


0 i wd 


"The TOLEDO METALWHEEL CO. %iedo,O. 


Distinctive Children’s Vehicles Since 1887 








Ask Your Jobber 
Write for Catalog 
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Finnell System, Inc., 
Elkhart, Indiana, uses 
Timken Bearings in 
the wheels and on the 
Driving Worm of their 
17-A Scrubber. 


Timkens to ~““amur 
Clean Floors 


Scrubbing, waxing and polishing of floors is put on a mod- 
ern “‘production”’ basis by the Finnell System. The machine 
that does the heavy work is equipped with Timken Tapered 
Roller Bearings, like so many cost-cutting, labor-saving 
appliances of every type. 

Whether it is in a commercial floor cleaner like this or in a 
washing machine for the home laundry, Timken Bearings 
add mechanical excellence and selling power to any machine. 


The public knows Timken Bearings, through advertising 
and through performance that fully backs up the advertis- 
ing. The dealer in Timken-equipped appliances convincingly 
settles technical matters by mentioning Timken Bearings. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


roller DEARING 
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One-gallon, Five-gallon, and One-quart Cans 


Hercules Steam-distilled Wood Turpentine is sold in cans in each of the above sizes. 
ten in a case; the five-gallon size two to a case or one to a special shipping and pouring crate; 
The three sizes are a great convenience. 


packed twenty to a case. 


The one-gallon cans are packed 
the one-quart can is 
Each can bears a written guarantee of purity and 


quality which protects both dealer and consumer. 


IS YOURS A FILLING STATION OR A STORE? 


RAWING turpentine out of a bar- 
rel into bottles and cans of assorted 
sizes turns the store into a filling station. 
It’s a messy job—spilling the turpentine 
on the floor and wiping the containers 
dry with newspapers. It’s wasteful, too. 
Time to give up this old-fashioned 
method and sell Hercules Turpentine 
that comes in attractive lithographed 
tins — quart and gallon sizes. 
You sell Hercules Turpentine the way 


you sell paint, and you can sell it almost 
every time you sell paint. Just hand out 
the can. In fact, these cans will do a lot 
of selling by themselves if you’ll display 
them in the window, on the counter, or 
on your shelves. 


Hercules Steam-distilled Wood Tur- 
pentine is guaranteed pure and unadul- 
terated. It is genuine spirits of turpen- 
tine. Most paint and hardware jobbers 
handle it. Ask your jobber for it. 


HERCULES POWDER,COMPANY 
(INCORPORATED) 


Please send me one of the five-piece window displays shown at 


956 Market Street, Wilmington, Delaware 


the left. 





(Name) 





(* ddress) 
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LAMINATED 
~ PADLOCKS ~ 


The Biggest selling Quality padlock 
in the Field today « Barring none/ 


There’s a Reason—Ask Your Jobber 


MASTER LOCK CO., Milwaukee, Wis., U. S. A. 
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‘That feeling 
of confidence— 
that makes sales easy 















You know how much easier it is to sell 
really good merchandise—how quickly 
you sense its quality. It breeds confi- 
dence, which you subconsciously impart 
to the customer. It may be a gesture, 
the tone of your voice, or just the way 
in which you hand it to him—but he 
catches it. Your assurance in the mer- 
chandise is infectious. And the cus- 
tomer prompted by your confidence 
buys. 














It’s just such confidence that the 
UNION HARDWARE LINE instills. 
When you display it to a customer your 
confidence in its true worth sells it. 
You not only make the sale—but its 
quality wins you a steady customer, as 
well. That’s the basis of turnover— 
customers who come back for more. 
Make them confident in you and your 
merchandise—give them the UNION 
HARDWARE LINE. 















It includes— 


Rules Levels Miter Boxes 
Hack Saw Frames Nail Pullers 
Gun Implements Fishing Equipment 
Screw Drivers Chisels Nail Pullers 
Roller Skates Ice Skates 
Police Goods Wood Specialties 












Ask your Jobber to supply you. If he 
cannot—write to us and we will refer 
you to the nearest Jobber who will. 









Established 
1854 


Reg. U. 8S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
N York Office—151 St. 
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Sort Paste 
WHITE-LEAD 


scores immediate 


SUCCESS 





Labor-saving advantages of lead-in-oil 
in its new form instantly recognized 
by paint buyers everywhere 


After giving it a quick stirring, 
pour the soft paste into a mix- 
ing bucket. It is now ready 
for tinting and final thinning. 


Add tinting colors, drier, lin- 

seedoil andturpentine. That’s 

all there is to it. The pure 

white-lead paint is now ready 
for the 


Dutch Boy soft paste white- 

lead is the same strictly pure 

white-lead that is always sold 

under the Dutch Boy trade- 

mark — but, instead of being 

a fairly stout paste, it is a 
soft paste. 


AINTERS and other buyers of 

paint materials have been quick 
to see the labor-saving advantages of 
Dutch Boy soft paste white-lead. 
Although it has been on the market 
only a few short months, this new 
Dutch Boy product is already an 
assured success. Are you stocking it? 


Soft paste is “shop lead” 


Briefly stated, Dutch Boy soft paste 
white-lead is ‘“‘shop lead’’—pure 
lead-in-oil of a softer or less heavy 
consistency than regular paste white- 
lead. Into it has been ground sufficient 
linseed oil to make a more workable 
paste. Just as it comes in the keg, it is 
ready for tinting and final thinning. 


With Dutch Boy soft paste white- 
lead, almost all the labor of breaking 
up is eliminated. It thins to brushing 
consistency with wonderful ease. And 
its cream-like smoothness results in an 
exceptionally uniform and smooth 
paint as well as good clear tints. 
Simplicity itself 

The user simply stirs up the soft paste 
quickly in the original package, pours 
the paste inte a mixing bucket, adds 
drier, oil and turps. That’s all there is 


one How sold 


Dutch Boy soft paste white-lead 
comes in 100 lb. steel kegs, and in 50, 
25, and 12% lb. steel pails fitted with 
air-tight heads. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway 
Buffalo, 116 Oak St. 


Boston, 800 Albany St. 
Chicago, 900 West 18th St. 


Cincinnati, 659 Freeman Ave. Cleveland, 820 W. Superior Ave. 

St. Louis, 722 Chestnut St. San Francisco, 235 Montgomery St. 

Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 


DUTCH BOY Soft Paste. WHITE - LEAD 
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WHITINGS BRUSHES 


Give Your Customers a Chance! 


EYLL blame you and your paint if their pet job is spoiled by a 
(iol: brush. The average man or woman doesn’t know brush 
values — or what a difference a good brush makes. 

Advise your customers to invest a little more and match the 
good paint with a good brush. Show them the economy of assur- 
ing the successful application of paint that will brighten their homes 
for years. Display, right out front, a line of good brushes that you 
_ know, by name and reputation, will help make successful paint jobs. 

Your jobber knows the Whiting Line. Ask him about it. Since 
brushes were first made in America, the name Whiting has symbol- 
ized standard quality in a paint brush. It is the favorite tool of the 
master painter. 

Made also in a wide range of types, sizes and prices for the 
amateur painter— woman or man — Whiting’s brushes offer you 
an opportunity to build a more profitable brush business — and 
bigger paint sales — by displaying better brushes. 


Write Whiting-Adams Company, 690 Harrison Avenue, Boston, 

Mass., for helpful suggestions on how to make more money with 

your brush stock. Ask for the name of the nearest Whiting 
distributor. Use the handy coupon below. 


Increase your brush-sales display 


WHITING’S BRUSHES 


TSSSSSSSSSSSSSSSSSSSSTHSSSSTSSSSHSRTESSTEHSSSS ESS eB eee 


Black Puritan 
‘a Wuitinc-Apams ComMPANny, A 
Boston, Mass. 


—the old standard 
wall brush 


I would like to learn more about the profit possibilities of Whiting 
brushes for amateur trade —and master painters. Please send me the 
name of the nearby Whiting Distributor. 

Name 


Address 


Black Puritan Stucco 


—a stucco brush of great 
strength and elasticity 
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“... has greatly 
stimulated 
sales... 


99 


66 
Duco is the fastest selling spe- 
[ There is only ONE Duco ] cialty we have ever had in our 
DU PONT Duco store. It has not only brought new 
customers to our store, but has 
greatly stimulated sales in other 
lines.” 


JOHN J. LAKE AND SON 
Richmond Hill, N. Y. 

















REG. U.S. PAT. OF” 


CLEAR 


(For Interior Use Only) 


LAUGHS AT 
TIME 
DRIES FAST AND LASTS 


Reg. U. 8, Pat. Off. 


sk ee es es 





Write for the du Pont propo- 
sition to E. I. du Pont de 
E.l. pv Pont DE Nemours & Co, Nemours & Co., Inc., Inde- 
WILMINGTON, DELAWARE & pendence Square, Philadel- 
MASE HUSA. a. phia, Pa.; 21 E. 40th St., New 

: York City; 2100 Elston Ave- 
nue, Chicago, IIll.; Everett 
Station No. 49, Boston, Mass.; 
569 Mission Street, San Fran- 


HOULOEGA EL A 1A ASAE cisco, Cal. 


ee Bee 

















PAINTS — VARNISHES — ENAMELS — DUCO 














HARDWARE AGE for JANUARY 26, 1928 


17 








ou know 


us well 
—but do you really? 


OU know us as an old established 
house, recognized by all users of 
finishes as makers of fine products. 

When you think of particularly fine 
varnish, enamel or lacquer, you think of 
Murphy. 

We are glad to have you think of us 
in this way; but we also want you to know 
us for something else that we are—in- 
terested in our dealers; progressive and 
forward-looking in providing for you the 
best and most useful products to serve 
your customers and so to help you in 
your sales. 

We have a very practical laboratory— 
and a most unusual one. The men at the 
head of it have, of course, a thoroughly 
scientific training, but they are also very 
much in touch with manufacturers and 
their needs. They are constantly looking 


for new things to be of greater service 
to the public, and they are constantly 
watching our present products to keep 
them up to the Murphy Standard for 
practical use. 

We also have several experienced 
painters who spend all their time work- 
ing with these products, to be sure that 
they are entirely practical in actual work. 

We are very proud of our record of 
63 years. But we are also very much 
aware of the fact that today is today. And 
we are here today to solve present-day 
problems—both in products and in sales. 

Call on us, or our salesman, at any time 
for information or assistance that will be 
of value to your customers or to yourself. 


MURPHY VARNISH COMPANY 


Newark Cuicaco San Francisco MontTreau 











MURRrey FINE FINISHES 


Famous for 63 years among architects, master painters and makers of products requiring a fine finish 


Da-Cote Enamel 
Transparent Interior Varnish 
Muronic Enamels 


Transparent Floor Varnish 
Univernish (the all-purpose varnish) 
Da-Cote Varnish Stain 


Brushing Lacquer 
Transparent Spar Varnish 
Quick White Enamel 
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=—more Profit 


for Dealers in Alabastine 
than in any other wall coating! 


And now a new additional market and a new profit 


in Alabastine Dry Positive Colors. 


Alabastine costs a little more but it does much 
more, —it sticks, doesn’t flake, and is sanitary. 
and this means much to 30,000 dealers now selling 
Alabastine—there is more profit for dealers in han- 
dling well-known Alabastine than in any unknown pack- 
age or bulk mixture which won't give satisfaction. 


Added constantly to the millions now using Alabas- 
tine are the new users from 25,000,000 people being 
told of its merits every month. 


Be prepared to supply Alabastine which you know 
people are bound to ask for and on which you make 
more profit. Check up your stock now and be sure you 
are well supplied to meet the demand. 


Write for full information about the new channel for 
dealers’ profit in selling Alabastine Dry Positive 
Colors to School Boards, Teachers, Art Supervisors, 
and Parents, for Large Expression Work, Kindergarten 
Easel Painting, Stage Settings, and Posters. 


One Minute Alabastine Any jobber can supply you with Alabastine. 


Look for the Cross and Circle . ‘ate 
printed in Red. Not a bad pack- If you are not now carrying Alabastine in stock, you 


age in a carload or a trainload. may correspond directly with us if you desire, and we 
will put you in touch with the proper jobber. 


Alabastine Company, 823 Grandville Ave., Grand Rapids, Mich. 
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Facts About Alabastine Alabastine FREE Help 25,000,000 people will see 
Sold only in 5-pound packages with trade- for Dealers ALABASTINE ads in the 


mark cross and circle in red printed thereon. 
A dry powder ready to mix with cold or warm Nowh. — pn Ses a Se A . * 
Usk. NE M MINOTE AND IT’S READY TO eguntion be posueudl ‘ae that given by Alshan- fi ollowing publications: 


E. White and 20 colors—all numbered, — tine Company. 


to select from color card, and any tone throug Ladies’ H: J 1, Pictorial R 
¥ Ww ODAY t l ] f deal ies’ Home Journal, Pictorial Review, 
intermixing. Only wall brush pom | pail needed. ME pg nr oh Sag peak cmpaonnny udhine. McCalls Magazine, Country Gentleman, Good 
Suitable for all interior surfaces—plaster, wall color cards, booklets illustrating Alabastine tor, Woman’s Home 
board, brick, cement or canvas. uses and new Opaline effects obtained with Conte, pees 's Same Journal, Modern 
-' is not Kalsomine, but a uniform, lasting Alabastine. Priscilla, Woman’s World, Holland’s Maga- 
wail coating with 220 aN noOaL for ex- Ask for information shout our new money zine, Needlecraft, Howsehold Magazine. 
ae sn il d th th — for yey ae ay ng market — Better Homes & Gardens, People’s Popular 

overs more wall per poun an any other labastine -y Positive lors, our specia : 

finish. Stencil oles, and other impressive cooperation; + ate oo Newmar so mace apc 


Ww d; h d 
off povot Rag Mad pong hy ee 4 bea ~ ye te ER E eo Toe ana ae ae Farm & Fireside, Hardware Dealer’s Maga- 
sanitary, beautiful, inexpensive, non-fading. which 30,000 dealers have found very helpful. zine, Good Hardware, Hardware Retailer, 


One package will cover about 350 square feet All of these helps are tied in with and sup- Hardware Age, American Paint & Oil Dealer 
of smooth wall. 30,000 stores sell Alabastine. ported by our extensive national advertising. and newspapers everywhere. 


Alabastine 


INSTEAD OF KALSOMINE OR WALL PAPER 
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OR CENTURIES Varnish has been used to 

preserve and decorate. It will be used for 

centuries to come. Adulterated products and 

varnish substitutes have come and gone but varnish has stood the test of time. 

Today more than ever before people are demanding “‘Pure’’ Varnish and 

Martin Varnish Company has paved the way for easy varnish sales by frankly 
printing the formula of purity on every can. 


Nothing can take the place of Pure Varnish. 


KNOW WHAT YOU BUY 





WE HAVE THIS CONFIDENCE IN 














bssible for 


x 
ET us send you free of charge, without 
en word. 


z obligation on your part, a can of Monarch 
100°, Pure Paint. Put it to any test, have it analyzed Pntains only pure 
—compare it for purity of whiteness, hiding and arbonate Oo Oxide, pure linseed oil, 
spreading capacity, and casy working qualities. pure turpéntine and turpentine drier and the nec- 
You be the judge. That is all we ask. We are sat- essary pure coloring matter. 
isfied to leave it in your hands, knowing that Let us also tell you about the Martin-Senour 
Monarch 100°% Pure Paint will tell you a more Successful Sales System. 


che MARTIN-SENOUR © 


ESTABLISHED 187 
Chicago -Linco/n -Brooklyn-Santrancisco-Los Angeles -Houston-Boston 
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Dealers report wonderful results selling US am- 
munition. Remarkable stories indeed, and they 
point the way to.any ambitious dealer who wants. 
to make more money ...Yet they are not unusual 
stories—you can do the same. 


J J. BURNS has a store in Newtown, 
Pa. Three years ago he started 
handling US shells and metallics exclu- 
sively. In those three years his sales 
have quadrupled. 

Anton J. Novak, Cicero, Illinois, has 
just checked up his 1927 records. He 
writes that his US sales have again far 
exceeded his expectations. And he adds 
that ever since he began selling US his 
sales have practically doubled each 
year. 

And H. R. Shepherd, who does a thriv- 
ing business at Muscatine, Iowa, is proud 
of his record, too. He said he wanted us 
to know that in the past four years his 
US sales have doubled four times. 

How’s that for selling ammunition? 
How’s that for building up the kind of 
business that puts money in the bank? 

Pretty enviable records, aren’t they? 
But they’re not unusual records, by any 
means. Many other letters in our files 
tell of similar remarkable successes that 
dealers everywhere are having with US. 

They find that US shells and cart- 
ridges prove up. Customers stick—buy 
again and again. New customers are easy 
to get—the old ones bring them to the 
store where they can get US. One dealer 





remarks, ‘‘Once they shoot US am- 
munition—always US.” 

You, too, can take advantage of 
this fast-selling line of ammunition. 
There’s no reason why you can’t 
get your share of the solid, steady 
business this line builds up. 

It’s a quality line anda complete 
line. Six different shells in a wide 
variety of loads. Every type of me- 
tallic cartridge in popular demand. 


Some of the Big Sellers/ 


AJAX HEAVIES-—are the last word 
in powerful, long-range loads. Progressive 
burning smokeless powder. “‘ Packed with 
the power of the thunderbolt.” 


CLIMAX HEAVIES — high power, 
long range shells at a moderate price. 
They meet a big popular demand. Pro- 
gressive-burning powder. 


CLIMAX —the standby of a host of 
trap-shots and field-shooters. A sub- 
stantial, medium price shell for all- 
round use—that’s the Climax. Loaded 
with standard powders. 


DEFIANCE—these shells had a sales 
increase in 1927 that was nothing short 
of phenomenal. The unquestioned leader 
in the low-price smokeless field. 


.22 N. R.A. is the admitted favorite 
among .22 long rifle cartridges. Olympic 
champion! With it, record after record 
has been broken. 


IMPROVED HUNTING CART- 
RIDGES — These have no equal in the 
big-game field. High speed plus adequate 
bullet weight. The popular Improved 
Thirty-Thirty is typical. The line also 
includes the 25/20 and the .32 Winchester, 






both now loaded with our self-cleaning 
priming mixture. 
SELF-CLEANING RIM-FIRES 
—Brought out only last year, these .22’s 
have already attained a big reputation 
for both non-corrosive qualities and de- 
pend4ble ballistics. 

Our nearest office will be pleased to 
give you full particulars about the US 
line. Write today for our 1928 proposi- 
tion. United States Cartridge Company, 
111 Broadway, New York. 


General Selling Agents . 
NATIONAL LEAD COMPANY 
Boston, Buffalo, Chicago, St. Louis, Cincin- 
nati, San Francisco; United Lead Company, 
New York, Philadelphia; Merchants Hard- 
ware Limited, Calgary, Alberta, Canada, 
and Winnipeg, Manitoba, Canada. 
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We are 


Selling the Public on 


Libbey twens 


flat-drawn clear sheet glass 






A national advertising campaign in the Satur- 
day Evening Post is creating a definite demand 
everywhere for quality glass for windows — 
and likewise a definite preference for Libbey- 
Owens flat-drawn clear sheet glass. 








Progressive dealers are turning this prefer- quality las by te mane 


. ° cturers’ label appe 
ence for Libbey-Owens glass into actual sales, ™ cach individual theet 
increasing their profits,and at the same time 
winning customer-goodwill through han- 


dling this quality product. 














iH 


Libbey-Owens flat-drawn clear sheet glass, 
made by an exclusive process, is uniform in 
thickness, absolutely free from bow, and has 
a brilliant fire finish of high lustre. It can 
be handled, cut, and glazed with a minimum of breakage. 


/ 
= = 
’ x 





There is no finer glass for windows than Libbey-Owens “A” 
quality flat-drawn clear sheet glass. It is paper packed with 
white watermarked paper between the lights — and each 
individual light bears the familiar Libbey-Owens label. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 





LIBBEY-OWENS FLAT-DRAWN CLEAR SHEET GLASS FOR WINDOWS 
Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 
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“RB” 


MODERN GRINDER MEG. CO. 
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Its points of difference are points of profit! 


The Modern Gem Household Sharpener has many exclu- 
sive features that make it a quick, profitable seller. 


It carries a written guarantee unlimited as to time, cover- 
ing materials and workmanship. The wheel is exclusive in 
shape, in structure and in manner of mounting. The de- 
sign and construction are different—assuring correct sharp- 
ening and years of satisfactory service. 


These points of difference are instantly recognized by cus- 
tomers as points of superiority. They buy them readily, 
and remember the store that sells them. Dealers recognize 
them as points of profit. 


Ask your jobber about our complete line of tool sharpeners 
and vises—or write us. 














74-76 Murray St. 
New York City 


MILWAUKEE, WIS. 


34 No. Clinton St. 
Chicago, Illinois 





Vise M741 
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The most complete line—simplifies buying 


Stanley Ball Bearing 
Butt No. BB 250: An 
extra heavy butt for 


heavy doors with high 

frequency service. i [ STAN LEY ] 
Made of wrought steel, ’ , Lng 
toughened and hard- a (sw) 


ened by cold-rolling. 








Your reputation, 


as well as ours, rests on quality 


Quality is not skin deep. True quality includes 
everything — the grade of raw material used, the 
reputation of the manufacturer, and the ‘dealer’s 
service. 

Every piece of Stanley Hardware, whether it be 
a strap hinge or a ball-bearing butt, is made 
of the best materials and with the best workman- 
ship. Stanley Hardware will eliminate customer 
complaints. It will reduce sales effort and increase 
your volume. For everyone knows the high quality 
of Stanley products. 


THE STANLEY WORKS - NEW BRITAIN, CONN. 


STANLEY HARDWARE 


WADE OF STANLEY STEEL 
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14 Mesh, No. 33 gauge each way 


12 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 
























































































































































































































































































































































































































































































































































GRAY-WICK 


may cost 
a little more, 


but— 


It is 


worth it. 


WICK WIRE BROTHERS 
Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 


No screen cloth is better than its ma- 
naces. 


terial. 





No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 


The wire is drawn in our own mills. 


Every process is under our expert 


Our other Brands Screen Clotb 
Cortland Black Enameled 


18 


wire 


supervision. 


Only full gauge 


wise and crosswise. 


used, both length 


White Metal Finish 


Each brand meets every standard re- 


t and the name WICKWIRE 


BROTHERS guarantees that lasting 


mier 


Wickwire Pre 
Wickwire Bronze 


to the product. 


service is woven in 


quiremen 


te your Jobber for Full Information and Prices 
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He’s Satisfied With His Profits 


(THERE'S always a smile of satisfac- 

tion when a merchant totals his 
sales for the year and finds his busi- 
ness on a good, sound, profit paying 
basis. 


He keeps abreast of the times and watches what other 
merchants are doing. He pays strict attention te his 
window displays and makes frequent changes to keep 
customers interested. 


He follows the weekly market prices in Hardware Age 
and buys advantageously. 


Such merchants often subscribe for extra copies of 
Hardware Age for their clerks. In short, they are suc- 
cessful because they study and adopt the ideas and 
suggestions that have built success for others. 


These merchants are usually readers of 


Hardware Age — 


239 West 39th Street, New York, N. Y. 
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YS SELF-OILING DEEP WELL 
WATER SYSTEMS 












To thinking dealers who are in the water system game to serve their 
trade satisfactorily and completely, and to make money consistently, 
this advertisement will be highly important. 

Those who are selling water systems are learning through ex- 
perience that it requires more than one style or size to meet 
installation requirements as they exist in any community. 
Depth, volume, location and maintenance are all factors to 
be reckoned with in every water system sale. And we 
have yet to find a single size or a single style of water 
system that will meet all of these conditions 
satisfactorily. 

Little doubt but that your experience has 
been the same as ours. If you have not 
been fortified with a complete line like 
the MYERS you have been out of 
luck — the other fellow has 
been getting part of the 
business that rightly be- 
longs to you. 

















































PUMPS-WATER SYSTEMS -HAY TOC 
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Greater 

and greater 

demand from 

pe year to year for 

Myers Water Sys- 

tems has brought 

about a remarkable de- 

velopment in the Myers 

Line—a development of such 

scope that it now permits of every 

dealer meeting every demand of 

every prospective purchaser with a Myers ay ue d 

Water System of the right style and size to meet his individual requirements. 

Think this over. It means a lot to both you and your customers. So 

much indeed, that we urge you to study the illustrations of the five splendid 

Myers Self-Oiling Deep Well Water Systems appearing in this advertisement, 

keeping in mind that they are representative of the Myers Line with its superior 

features and numerous styles for both shallow and deep well service which will enable 
you to get the water system business in your community. ; 

It’s time to act. Start the New Year by wiring or writing us for information, catalog 












































































THE F.E.MYERS & BRO.¢e: 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 
WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS ~ BARN, FACTORY end £9) 


and prices. 








ASHLANDB, OHIO. 






E DOOR HANGERS: STORE LADDERS, Etc. 
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CROWN CORK & SEAL CO., 
Baltimore, Md.: 





Gentlemen— Mail me special propositi 


and prices on C. C. S. Home Use Bottle Caps. 


Se ee ee ee ee ee ee ee ee oe oe oe oe a 8. 


f- 
ERE are two packages that will make sales in 
every retail grocery and hardware store in 
the country. 

Here is the article that every home beverage maker 

will buy, because of its convenience, established 

quality and the satisfaction of securing a dependabie, 

sanitary bottle cap with a name on a reputation 

behind it. 


C. C. S. Bottle Caps are now packaged in attractive cartons for 
convenient retailing, and are also available in bulk packages 
containing 50, 100 and 200 Gross each. The small package for 
the trial buyer—the 1.Gross carton for the large user. They. are 
being advertised to and sold through retail stores throughout 
the country. 


Sales surveys show that an average of one home in four uses or 
is a prospect for a reliable cap, properly packaged. Take advan- 
tage of the sales possibilities of this vast market by selling C.C.S. 
and Home Use Bottle Caps to your trade. 


Here Are Its Sales Features 


C. C. S. Bottle Caps are made by the company that 
originated them. 

Every cap uniform and perfect—means repeat business. 

Every cap clean and sanitary—means perfect satisfac- 
tion to your customers. 

Packaged in convenient, attractive cartons, easy to 
handle—easy to sell. 

A profitable line for the neighborhood grocer or 
hardware store. 

Small stock and quick turnover. 

Backed by the service and the reputation of a world 
wide organization. 


Add C. C. S. and Home Use Bottle 

Caps to your stock of fast moving 

staples. They sell and return you an 
unusually attractive profit. 


Send coupon for special proposition. 


CROWN CoRK & SEAL Co. 


Original Manufacturers 


BALTIMORE «- MARYLAND 
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This Week’s Issue 


— AGE presents 
with this issue another of 
the popular and helpful paint 
departments. Here are eight 
pages of the best kind of paint 
merchandising information. Of 
special interest is the article en- 
titled “Do Mail Order Concerns 
Paint Your Town Red?” Read 
it and get a gogd look at the way 
one man handles the situation. 
Watch for the annual Spring 
Buying Number of Harpware 
AGE next week, Feb. 9th will 
be the Color in the Home issue. 
This will tell you about the new 
developments in color that are 
of such interest to the hardware 
man. 


"Read What They Say 
About Us: 


Have been using your inventory 
record sheets ever since 1 am in bust- 
ness, and find them to be ace high. 

Kindly ship at once by parcel post 
100 Harpware AGE Inventory 
Sheets, with invoice for same, and 
I will mail a check immediately for 
them. Yours respectfully, 

(Signed) Cuester A. WAGNER, 

Hazleton, Pa. 


Can’t do without Harpware AGE. 
(Signed) C. C. Workman, 
Box 128, Ashland, Ala. 


We find Saunders Norvell’s con- 
tributions alone worth more than the 
price. 

We would be lost without Harp- 
WARE AGE. Yours truly, 

(Signed) Kapp Harpware Co., 

Mount Airy, N. C. 
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By lew S. Soule 
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UST at this time the professional speakers and 
writers are busy giving us their versions of 
what we are to expect in a business way during 

1928. The consensus of opinion is that business 
will be at least as good as it was in 1927, and prob- 
ably better. 

With that in mind, it might be well to review 
conditions of the past year, and get a line on just 
how prosperous we really are. 

What do the records show? 

To begin with, they show that agriculture as a 
whole made distinct gains over the record of 1926. 
Construction maintained a high level throughout 
the year, so that the aggregate in dollars and cents 
was only a very little below that for the preceding 
year. While there was a slight falling off in em- 
ployment, wages averaged higher, making little, if 
any, difference in the labor money total. Money 
itself was what the bankers term “easy.” Com- 
paratively low rates prevailed, with moderate de- 
mands for funds by commercial and industrial 
borrowers. Railroads showed considerable im- 
provement in returns; shipments were heavy. Pro- 
duction and movement of merchandise maintained 
a high level. 

On the other hand, there were happenings in 
1927 which were not so encouraging. While pro- 
duction and sales figures were reaching a volume 
which fairly staggers the imagination, competition 
and other factors made a decided inroad on profits. 
If the volume of production and merchandise 
movement for the past year indicated a general nor- 
mal business profit, our prosperity would be some- 
thing to marvel at. 

However, a competent analysis shows that manu- 
facturers, jobbers and retailers generally, operated 
on a narrower margin than during preceding 
years; that costs of doing business were generally 
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Flow Prosperous Are We ¢ 


higher. Some figures seem to indicate that only 
about three business concerns out of five actually 
made any money last year. In other words, while 
there was a tremendous volume of both production 
and sales, a noticeably smaller part of the con- 
sumer’s dollar went into manufacturing and selling 
profit than was the case a few years back. 

What does this reveal? Grounds for pessimism? 
Decidedly not. Rather it shows that we had a mar- 
vellous opportunity for general business prosperity 
and fumbled it. We had production, distribution 
and sales; we faced a heavy buying power with 
no buyer’s strike; a great majority of the elements 
of prosperity were in evidence. The failure of 
business to fully attain it was due to faults of busi- 
ness itself; faults, many of which can be corrected 
if business interests honestly try to correct them. 

There has been ynnecessary over-production in 
some lines. There has been intensive and highly 
expensive competition to sell over-produced lines. 
There has been highly expensive overlapping of 
territories. There has been uneconomic buying by 
jobbers and retailers. There Has been a slowness 
in adapting of individual business to new merchan- 
dising trends. There has been too much unpaid 
for, and often unnecessary so-called service. There 
has been too little attention paid to “general econo- 
mies”—economies which affect the whole manufac- 
turing and distributing system. All are factors 
which business can, through individual and coop- 
erative effort, correct. 

We are still facing all the prosperity elements of 
1927, and probabilities of betterment in general 
conditions. There is plenty of business prosperity 
in sight, but it is potential prosperity. The trans- 
forming of it to actual prosperity is up to us. If 
1928 is not a prosperous business year there will be 
nothing to blame but business men. 
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Show Card Writing for the Beginner 


A New Letter Designed Expressly for Hardware Age 


By Joseph Bertram Jowitt 


N this issue we start a series of three lessons on an 
original alphabet called Spurred Roman, designed 
by the writer expressly for HARDWARE AGE readers. 

It is sure to appeal to all beginners on account of the 
following reasons: 

Each letter may be finished off with a slanting stroke 
at the top and bottom, doing away with perfect square 
bases. The brush or pen is removed from the card when 
within a half inch of the bottom guide line when making 
all perpendicular strokes and the letters are finished off 
as above described. (See letters b, d, f, in the lower 
case.) The capital letters are finished off with a short 
straight or slant- 
ing line, as —as 
shown on plate. 

The number of | 
strokes required ig? 
5 
to complete each 
letter have been 
reduced toa 
minimum. The 
object of show- 
ing this alphabet 
in a series of 
three lessons, is 
to help the be- 
ginner concen- 
trate on four or 
more letters at 
one time insur- 
ing a better sys- 
tem of practic- 
ing. All the 
strokes forming 
the widest part 
of each letter in 
both Capital and 
lower case, are 


4, 


da bDbecddeel 
W\VFE 


full width of the brush used. The tip of the brush is 
used for all thin or finishing strokes. For example, take 
the letter “a” in the lower case, the first stroke of the 
brush at the top guide line is made by rolling the brush 
sideways between the thumb and index finger, making 
stroke without any pressure. The second stroke is 
made by keeping the brush at same angle and using slight 
pressure where shaded or thickest part is shown. The 
bottom of letters a, and c, may be finished off the same 
as stroke No. 4, in the lower case letter “e.” All the 
light and heavy strokes forming these letters were made 
with a Number 12, Red Sable show card brush. 

For half-inch 
lettering use a 
No. 6 brush. 
For letters 1 in. 
in height use No. 
10 brush. For 
all lettering 
above 1 in. and 
up to 3 in. use a 
No. 12. brush. 
The beginner 
will find it much 
easier to make a 
larger size brush 
do smaller letter- 
ing than to try 
and make a No. 


aN 
if 10 brush do the 
a work of a No. 
~~ 12. 
Three jimpor- 
tant things for 


x 
a me 
[ the beginner to 


remember are: 
First, to see that 
the color or ink 


ee 





is much thicker 





made with the 
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for brush work than it is for pen use. Second, never 
attempt any kind of lettering without first drawing the 
top and bottom guide lines of the height you wish 
lettering to be. (This applies to practice work also). 
Third, always after dipping brush in the ink, about three 
quarters the length of the hairs, work it back and forth 
two or three times quickly, on any smooth surface, ‘to 
distribute the ink evenly in brush and keep the hairs 
in a flat position. 

Another way to train Red Sable brushes to keep their 
flat chisel edge is, after using, rinse in clean water and 
set aside to dry with the hairs pressed out in a flat posi- 
tion. Place them handles down in a glass or large 
open mouth bottle. 

One of the big features of this Spurred Roman 
alphabet is, that it is adaptable for either Sable brffsh 
work, or the Soennecken Round Writing Pens, or the 
flat or round pointed Esterbrook Speed Pens. 

There are numerous designs of alphabets classified as 
“Roman.” The real orthodox Full Roman letters are 
seldom if ever used in writing show cards, it requiring 
too much time to perfect the thin hairline strokes neces- 
sary to the proper construction of this ancient alphabet. 
All types of letters which carry light and heavy lines are 
made on the principal of the “Roman.” 

The chief drawback to the average beginner in learn- 
ing show card writing is struggling along with imprac- 
tical tools. Were it not for the many modern show card 
accessories on the market today these special beginners 
lessons published in Harpware AGE, would only be of 
help to those who passed 
the beginners stage and 
were interested in gaining 
what information they 
could from the writer. 

Too much can not be 
said of the excellent re- 
sults derived from plain 
penmanship exercises as 
taught today in the Public 
Schools. Practically the 
same results will occur in 
free-hand lettering if the 
beginner will practice 
these rhythmical movement 
exercises of the arm and 
fingers. By this method 
one will soon acquire the 
easy graceful swing which 
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is absolutely necessary to form all the round letters, such 
as B, C, D, G, J, O, P, Q, R, S, U. First begin by 
making a series of straight up and down circles (six or 
more). Then a connecting string of slanting circles; 
these should be six leaning to the right and six leaning to 
the left. Then follow by repeating this operation, but in- 
stead of making circles make long ovals. The less dif- 
ficult strokes are verticals, horizontals and angles. After 
persistent practice in this direction the actual formation 
of each letter becomes more simple. There is an old 
saying, “A thing well begun is half done ;” this applies to 
the preparation and laying out of a show card. For those 
beginning show card writing the writer would advise 
them to devote more time in designing the lay-out than 
in the actual brush work. The arrangement and balanc- 
ing of the lettering might be called the real art of the 
profession. 

The card featuring “House Wares” illustrates a very 
simple but practical system of lay-out. The marginal 
space is really the first thing to mark off; this should 
always be liberal, and the beginner should always strive 
to keep well within this boundary. The next move is 
to strike the center by drawing a pencil line through the 
exact middle of card; this will help to divide words 
equally and also to train the eye to a given center. The 
general rule is to have the widest margin at the bottom 
and the two sides of card of equal width. 

There is another way of laying out lettering for quick 
work, and where much reading matter is required ; that 
is what is called the right and left lay-out. So many lines 
ot lettering in a panel at 
the left on the top of card, 
and a like amount of let- 
tering at the right on the 
bottom of card. This does 
away with the necessary 
line through the center of 
the card. 





Another show card 

article will appear in 

next week’s issue— 

The Spring Buying 

Number of HARDWARE 
AGB. 
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NE of the most interesting books I have read in 
a long time is “In Barbary,” by E. Alexander 
Powell. This book is about the great empire 
that France has built up in Northern Africa. This 
empire building on the part of the French has been 
done so quietly and systematically that even well- 
informed, intelligent people are not aware of the prog- 
ress they have made. We know and read a great deal 
about the development of the British Empire, but we 
know little about what France has been doing. Pos- 
sibly this is because of the difference in language. Very 
likely most of the interesting books about Northern Af- 
rica have been written in French. 
* * * 


Now, as those who have followed my articles know, 
four years ago I made quite an extensive automobile 
trip down into Northern Africa. Of course, I thought 
at the time that I was learning all about the country, 
but when I read this book I find that there is a great 
deal that I did not know—very much that I was not 
told. I was in several countries and cities in the desert 
without knowing the long and peculiar history of the 
inhabitants. Reading this book just makes me long 
to go back to the desert—to return to the places I vis- 
ited before, and to seek out other holy cities that I have 
read about. 

* * * 

Then this book gives a lot of very surprising histori- 
cal information. We suppose that this northern country 
was inhabited by the Arabs or the Moors. We have 
been brought up to believe that Spain was conquered 
by the Moors. Now it develops in this remarkable book 
that the race that has overrun almost all of Northern 
Africa, the race that conquered Spain, were not Moors 
or Arabs at all. They were Berbers. These Berbers 
were great warriors. They adopted not only the Mo- 
hammedan religion of the Arabs, but also Arab names. 
So, in the course of time, they became considered as 
Arabs. 

* * * 

It is interesting to read that this powerful warrior 
race of the Berbers not only conquered Spain, but they 
pressed over the Pyrenees and were on their way to 
conquer France when they were stopped at the Battle 
of Poitiers by Charles Martel, who finally drove them 
back out of France. 

x * * 

This book tells exactly how France has been coloniz- 
ing Algiers and Morocco. The policy of France of 
“peaceful penetration” when possible, but “armed inter- 
vention” when necessary, was carried through. 

* * * 


One entire chapter is devoted to the French Foreign 
Legion. This is most exciting. When one. reads of 


the foreign soldiers who have enlisted in the French 
Army, usually under fictitious names; when one thinks 
of their white uniforms, their close-fitting caps with long 
vizors and the blue sash they wore around their waists, 
one is reminded of that thrilling book and movie, “Beau 


Geste.” 


The Nutmeggers 


By Saunders Norvell 





If you have never visited Africa, you will find this 
book exceedingly interesting just for its own sake. It 
is full of information that any person who seeks to be 
well informed should know. If you expect some day 
to travel on the splendid French military roads in North- 
ern Africa, you should by all means read this book in 
advance. Last, but not least, if you have traveled in 
Northern Africa, read this book to remind you of the 
places you have visited and to explain these places, their 
inhabitants and their customs more clearly to you. 

xk * * 


A friend sent me a very lucid address given by Colonel 
William J. Donovan, Assistant to tlie United States At- 
torney General, at the Annual Convention of The Na- 
tional Paint, Oil & Varnish Association, Inc., at Atlantic 
City, N. J., Friday evening, Oct. 28, 1927, on the sub- 
jéct: “The Anti-trust Laws and Foreign Trade.” His 
talk covered the birth, basis and evolution of these laws 
in the United States. The evolution of these laws is 
set forth in very simple, understandable language. In 
contrast with our American ideas on the subject of 
price control are outlined the ideas of Europe as ex- 
pressed by their various trade agreements. A very clear 
description is given of the German Kartels. 

: =e 


“Now, this address makes the whole trust legislation 
of this country very clear. It has made it clearer to 
me than anything else I have ever read. The language 
is simple and direct. It is not full of legal phrases, and 
from beginning to end this address is most absorbing. 
I have no doubt it can be obtained on application to the 
Department of Justice, Washington, D. C., and I sug- 
gest to my readers who are interested in trust legisla- 
tion in the United States that they write for this speech. 

* * * 


Well, at last one of my great ambitions has been ful- 
filled! I journeyed last week to the State of Connecticut 
and addressed The Nutmeggers at a dinner given by 
them at the Hotel Burritt, New Britain. When I took 
the train on the New Haven at 3:10 p. m., as usual I 
had a book or two in my brief case. Finding my luxu- 
rious. chair in the chair car, I leaned back, picked up 
a book, sighed with content and said to myself: “At 
last I am away from the telephone. There are no callers. 
The printer’s devil is not calling for articles. No jobbers 
can telegraph me about cutting prices. At last I can 
have three hours of rest and enjoyment reading on the 
trip from New York to New Britain.” Therefore, I 
opened my book and promptly went to sleep! 

e 2:6 


I awakened as our express train flashed through 
Bridgeport. When I rubbed my eyes, I saw a large sign 
on a factory building. Half-consciously, I said to my- 
self: “There is something familiar about that sign. It 
seems to me I have seen the name before.” Then, as I 
actually regained my senses, it dawned upon me that I 
happened to be president of the company! Well, my 
thought, as the train rushed on, was that it is a splendid 
space for advertising. We should make better use of 


























it. Then | dozed off again, and the next thing the 
porter was shaking my arm. We had arrived at Berlin 
Junction. 

* * * 

It was just fifteen years since I had stepped off a train 
at this interesting spot. Here I was on my way to New 
Britain. When I thought of all the great hardware 
manufacturers I have known who lived and flourished 
in New Britain, it was with sadness that I realized that 
most of them had passed on to their last reward. How 
often, when I visited this unusual hardware city, have I 
had the pleasure of meeting Philip Corbin or Bob Peck 
or Charles Parsons (Sr.), or Hawley! All of them 
were exceptional men, but they have passed on to that 
“bourne from which no traveler returns.” Thinking of 
these old friends was a saddening thought— 

ad * * * 

But as I stepped off the train I was met by the Re- 
ception Committee of The Nutmeggers. They were 
waiting there for me with a high-powered car. I was 
rushed off through the darkness to New Britain. A\l- 
most before I knew it, I found myself in an attractive, 
clean room at the very modern Hotel Burritt. I smiled 
to myself when I thought of some of the hotel accom- 
modations of the old days in New Britain. I was hur- 
ried down to the dining room, where there was a gather- 
ing of more than 300 hardware manufacturers, hard- 
ware retailers and hardware salesmen. 

*x* * * 


Mr. Schwartz, who was the Chairman, conducted a 
business meeting “in true Tammany style,” as he ex- 
pressed it. I think a budget was passed upon unani- 
mously. Then there were nominations for the officers 
for the coming year. All this was unanimous. The vote 
was unanimous. Everybody was elected unanimously. 
Mr. Schwartz himself announced the candidate, gave 
the names of those who’seconded the nominations, closed 
the nominations and then had the Secretary cast the bal- 
lot for the entire meeting. There was not a word of 
dissent. I never knew business to be Uispatched so 
quickly. As long as Mr. Schwartz continues to conduct 
the affairs of The Nutmeggers so expeditiously and with 
so little opposition, there will be nothing but success in 
their future. 

*k * x 

We will pass over the next 45 minutes with the char- 
ity of silence. I will just say in passing that The Nut- 
meggers and their guests stood the operation with rare 
fortitude! Even when the address was over, some of 
them had sufficient strength left to ask questions! 

x * * 


However, you would never imagine what most im- 
pressed me about this trip to New Britain. I had the 
option of being driven in a motor car to Hartford, where 
I could catch a Pullman for New York, or of remain- 


ing at the Hotel Burritt, rising at 6, motoring back to | 


Berlin Junction and catching a 7 o'clock train for New 
York. I elected to do the latter. When I went down- 
stairs at 6:30, there was a Nutmegger waiting for me. 
Outside was his high-powered car. It was pitch dark. 
The streets of New Britain were very dimly lighted. As 
we went in and out on our way to Berlin Junction, we 
passed hundreds of employees on their way to work 
in the hardware factories of this hardware town. At 7 
o’clock, when the whistles blew, the sun was just rising, 
but by that time we had arrived at Berlin Junction. 
es 


Now, the most dramatic thing on this trip was these 
crowds of silent people—men and women, boys and girls 





HARDWARE AGE for JANUARY 26, 1928 35 


—silently crowding the streets on their way to work. I 
must admit I never saw a scene like this before. I won- 
dered how it feels to have gotten up, dressed, had break- 
fast, told the family goodbye and go to work before the 


sun rises. 
* * oa 


This experience somehow reminded me of a story 
of the farmer who found a tramp sitting on the fence. 
“Don’t you want a job?” inquired the farmer. “What 
doing?” asked the tramp. “Cutting oats,” replied the 
farmer. ‘What time will I have to get up?” said the 
tramp. “Four-thirty a.m.,” said the farmer. “Well, 
well,” replied the tramp. “They must be wild oats if 
you have to creep up on them in the dark!” 

* * x 


So in New Britain they creep up on their work in 
the dark. New Britain is a great city. It is great on 
account of the peculiar genius of its people. Here is a 
hardware town not even on the main line of the rail- 
road. It is on a switch, as it were. It has no water, 
no coal, no gas, no iron, no steel, and still it is one of 
the greatest hardware manufacturing towns in the world. 
Why is it great? As far as I can see there is only one 
answer—because of the peculiar genius of the men who 
lived in New Britain. The history of New Britain, if 
written with the story of all the great hardware families 
in the town, would just about embrace half of all the 
hardware manufacturing in the United States. 


* * * 


How well I remember when, years ago, the Wholesale 
& Retail Joint Catalog Committee were causing all kinds 
of trouble to manufacturers, we were invited to lay 
down our labors in New York and take a little rest and 
respite in New Britain! Then the hardware manufac- 
turers of New Britain took us out to the Farmington 
Country Club. They gave us a delightful banquet. At 
this banquet they sang a song that I have never quite 
forgotten. That song was: “And the smoke goes up 
the chimney just the same, just the same!” Of course, 
there was some point to this song. The members of 
the committee did not fail to grasp the point. So those 
times are passed away. Some of those singers of that 
happy night at the country club have also passed away. 
Nevertheless and notwithstanding, the smoke of the New 
Britain chimneys goes up the chimney just the same. 

* * * 

This last visit to New Britain was very interesting. 
It was interesting to meet The Nutmeggers. They are 
a lively bunch. They were an appreciative audience. 
They knew how to laugh in the right place. I hope, 
though, that after hearing my address, they will not 
get tangled up as some of the members of the Hard- 
ware Boosters in New York did with the idea that I 
do not believe in the traveling salesman. Just because in 
that speech to the Hardware Boosters I happened to 
tell some of the things in modern business that were 
working against the traveling salesman, and just because 
I stated I believed, not in order-takers, but in real sales- 
manship, some people, no doubt honestly, gathered the 
idea that I was opposed to traveling salesmen. I talked 
to The Nutmeggers about this, and in concluding my 
address, I stated that my offer to pay $1,000 to anybody 
who could find anything anywhere in any of my articles 
or talks stating that I did not believe in the traveling 
salesman, was still open, and that I would be very glad 
indeed to make a present of it to the person who could 
produce this evidence. I made the offer to The Nut- 


(Continued on page 74) 
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Manufacturers’ Seconds Should Be Branded as 
Such, Says Hardware Council Report 


ing the recent meeting of the Hardware Council 
was a report on “Manufacturers’ Seconds.” A 
special committee was assigned this subject last October 
in Atlantic City. After investigation and study the com- 
mittee reported during the New York meeting, Jan. 9 and 
10, its finding. The full text of the Council’s adopted 
reports follows: 
“From the manufacturing viewpoint is there any eco- 
nomic feason why seconds and 
sub-standards should not be 


A MONG the important subjects under discussion dur- 


sold at a lower price as the result of the buying power 
or ingenuity of the distributor. 

“It would seem, therefore, that from either standpoint 
the branding of such goods as ‘seconds’ or ‘sub-stand- 
ards’ would be the first step in the solution of the prob- 
lem, since it would both protect the name and reputation 
of the manufacturer and would not only prevent deception 
of the consumer, but explain the reason why he is able 
to buy at less than the usual price. 

“Obviously, such branding 
should be clearly intelligible to 





branded as such?” 
“As presented, this question 
calls for answer by manufac- 


the consumer, instead of a 
mark or letter which is merely 
a code for the manufacturer 
or the well posted, alert buyer 


turers rather than distributors, 
but it relates to a problem of 
concern to all, including the 
consumer. 

“It is a natural assumption 
that one of the prime reasons 
why the manufacturer main- 
tains rigid inspection of his 
product and carefully culls out 
from his ‘first quality’ all 
products which do not measure 
up to his requirements, is in 
self-protection. The manufac- 
turer feels that he cannot af- 
ford to have the consumer 
buy his branded merchandise 
expecting it to be of first qual- 
ity when through some flaw in 
materials or error in work- 
manship either the appearance 
or the service the article will 


¢ A  ardare that the 

hardware trade is in- 

tensely interested in 
what the Hardware Council 
is doing, we are pleased to 
have an opportunity to pre- 
sent this report from that or- 
ganization. There will be 
three or four subsequent re- 
ports published in coming is- 
sues. Read them, study them 
and insofar as you can, adapt 
the findings of the Council to 
your own problems. 

The Council represents you. 
This, therefore, is your oppor- 
tunity to keep abreast with the 
great forward movement, 
which so vitally concerns the 


for a distributor. 

“There is possibly a feeling 
that such markings are unnec- 
essary since merchandise of 
this kind is so largely sold in 
job lots in large centers. Con- 
sideration of the fact that no 
matter where sold it is neces- 
sarily in competition with the 
better grades of merchandise, 
and that in many cases con- 
sumer distribution does not 
take place in such centers, but 
the merchandise is widely dis- 
tributed for resale, raises the 
natural question as to whether 
such reasoning is not falla- 
cious. 

“Tt would seem, then, that 
the policy of clearly branding 
inferior merchandise as such 


give is not equal to that which 
is rightfully expected of it as 
a first-class product. 

“Tt would seem that the de- 


dustry. 





future of the hardware in- 


‘ ought to be of greater con- 
cern to the manufacturer than 
to either the wholesaler of re- 
tailer. 








sire for such protection should 
make it imperative for the 
manufacturer to brand the ar- 
ticle that has not met his quality requirements so it will 
be impossible for the consumer to assume that it is the 
standard ‘quality product’ of the manufacturer. 

“Another reason for creating classes of merchandise 
known as ‘seconds’ or ‘sub-standards’ is doubtless for 
the protection of the consumer—so he will not be forced 
to pay the same price for such merchandise as he does 
for the first grade. 

“But when the merchandise bears no mark identifying 
it as being of second quality, this protection is taken from 
the consumer and it is possible for the final distributor 
either by direct statement, implicatibn, or merely because 
the manufacturer’s name appears on the article, to cause 
the consumer to believe that the merchandise is of first 
quality and to ask as high a price as the standard grade 
sells for. 

“Or to lead the consumer to believe that the merchan- 
dise is as good as any this manufacturer produces, but is 


“Yet, surprisingly few hard- 
ware manufacturers have 
adopted the plan. Most of them are apparently willing 
to follow what seems to be the path of least resistance and 
sell their sub-standards to those who specialize in job-lot 
buying. 

“As retailers view it, this latter policy is fair to neither 
consumers nor distributors of the manufacturers’ stand- 
ard lines. They believe the consumer should be pro- 
tected, that he should not be misled, by inference or other- 
wise, into thinking he is buying standard grades when he 
is actually getting sub-standards, and that the selling 
problem of the regular distributors should not be inten- 
sified by competition of unmarked seconds. 

“It is the right thing to do for the consumer, the dis- 
tributor and for the manufacturer himself. 

“Manufacturers in other lines have long identified their 
sub-standards by some form of distinctive marking, and 
it would seem that similar action should be taken by the 
hardware manufacturers without further delay.” 
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Window Display Will 
ucate Brush Users 


Encourage sale of best brushes by showing 
users how to care for them 


HE material for this very simple but effective win- 

dow display may all be obtained within your store. 

Discarded brushes, new brushes from stock and a 

few glass jars and miscellaneous tools are the only items 
needed. ; 

The large streamer and the two smaller ones may be 

bought at a nominal price from a nearby sign shop or 


brush wrapped in oil paper or wrapping paper and 
fastened with a rubber band. The brush is then placed 
in a box of some sort to show it should be separated 
from contact with tools or anything that might injure 
the bristles. 

Write the following messages on the cards and lay 
them on the floor of the window directly in front of 














someone in the each exhibit as 
store who is indicated : 
handy with a (1) Don’t let a 
brush may letter B | Y ee OOD B [2 | S HE, S brush rest 
them in a half on its bris- 
hour. Suitable | | hey Insure Satisfactory Results over phy tebe 
paper for these , ; / any length 
streamers ma y a Feriod of YEARS with Hope Care. of time 
whether 





be purchased 
from any printer 
—14 x 50 in. 
size. For large 
windows it 
would be desir- 
able to combine 
two sheets, mak- 
ing a sign 14 x 
100 in. The 
smaller placards 
accompanying 
each individual 
exhibit may be 
written with pen 











DON'T! 














and ink in a 





wet or dry. 














THIS Is This caus- 
CORR Ie ‘oP .. es even the 
_-. © « best _ bris- 

, T tles to curl. 

(2). Ie isn't at 


all neces- 
sary to fill 
the brush 
with paint. 
A Pv 
brush is 
wasteful 
and hard 
to use. 














(3) Don’t leave 





rather large size. 





Put the big | | 
streamer across 
the top of the window and the two smaller ones at left 
and right as indicated on the window arrangement on 
the other side of this sheet. 

For the first ‘“Don’t,”—use an old brush, shoving it 
into a glass jar so as to bend the bristles. The second 
exhibit is simply an old brush completely covered with 
paint up to the ferrule. The third is an old brush full of 
dried paint laid across a closed paint can. The fourth 
exhibit is made up of a few odd tools and an old brush 
laid in a heap. 

Under the streamer, “This is Correct” place first a 
brush properly suspended in a glass jar of turpentine or 
oil on a string, wire or nail so that bristles do not touch 
bottom. Number two exhibit here is a brush showing 
paint extending only an inch and a half up the bristles. 
Number three shows a can of paint beside a can of oil 
or turpentine. A brush is placed in the liquid to indicate 
brushes should always be cleaned when the paint can is 
closed. Brush on wire or nail. Number four shows a 


| Z paint in 
brush to 
dry. You can clean it later but What a job! 

(4) Don’t leave a brush unprotected near other heavier 
objects or with other brushes. Bristles will be 
injured, bent and rendered useless. 

(1) The proper way to keep a good brush good when 
used frequently. Suspend brush so bristles do not 
touch bottom in a can or jar of raw linseed oil. 

(2) Keep paint well toward end of bristles where it may 
be used. Further up it dries and must be scraped 
out. While working draw brush across edge of can 
frequently to work paint down. 

(3) Clean the brush as soon as you have finished work. 
Take it out of the paint and put it in a turpentine 
or kerosene bath. Wash thoroughly and suspend 
in can of linseed oil. 

(4) When you wish to store a brush indefinitely, wash 
it carefully as shown at left and wrap the bristles 
carefully in a piece of paper, oil paper preferred. 
A rubber band will hold the paper in place. 
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Do Mail Order Concerns 


Paint Your 


HEE-EE-EE-EEE-EEE-EEEE!!!! The call 

of the postman brought Pasquale Tortoni down- 

stairs in two jumps. He opened the letter handed 
him, then called his son Luigi, who translated this to his 
his Italian pater : 
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This inexpensive single sheet increased business over 25 per cent in one 
year because the leaflets were mailed regularly the first of every month. 
Regular mailings, that’s the secret of every successful mail-order paint 
campaign. Don’t blame direct-by-mail sales methods if you send your let- 
ters whenever you feel like it. A New Jersey dealer not long ago was 
bemoaning the fact that his mail-order efforts were not getting him paint 
business. The time was about Sept. 10, when the fall demand for paint 
begins. “‘What’s the matter? Haven't you had any results as yet from 
your September mailings?’ he was asked. ‘“‘I didn’t get a chance to mail 
"em out yet” was his nonchalant reply. 


Town Red 


“Dear Friend: 7 
“FOUR MONTHS TO PAY. 


‘Now is the time to paint your roof and we are 
offering you this remarkable proposition. We will 
send you one-half barrel of our Bloo-Cote asphalt 
roof paint and you needn’t pay one penny for four 
months. 

“Besides, our roof paint is guaranteed for ten 
years and we give you a certificate to prove it. 

“So sign the enclosed order and mail TODAY. 

“Yours truly, 
“Brioo-Cote Mrc. COMPANY 

“P. S.—Look over the enclosed catalog, showing 
special prices on flats, enamels, etc. You'll find our 
prices are lower than local storekeepers.” 


3y the time Luigi had finished, his mother, Rosa, 
joined the conference and together they discussed the 
pros and cons of the proposition. Finally that “four 
months to pay” offer came out victorious and Pasquale 
ordered a half barrel of roof paint and five gallons of 
inside flat. 

True, it was only a form letter that caused such stu- 
dious application in Pasquale’s domicile but this son of 
Italy rarely received anything in the mail but a tax bill, 
so he didn’t know a form letter from a bashibazouk. 
Pasquale thought is was a specially designed document 
just for him, and when son Luigi finished reading that 
“Dear Friend” appeal there were just two things that 
captained Pasquale’s soul—spaghetti and Bloo-Cote. 

And not only Pasquale but every property owner in 
that town received this same form letter and catalog. 
That included the entire foreign element, because the 
Bloo-Cote Mfg. Co. knows from experience that Polish, 
Slavish, Italian and Hungarian property owners are 
heavy users of painting materials. 

Now, all of the foregoing means more than a lot of 
fish oil to the paint dealer because thousands of dollars 
worth of paint business goes out of town at the invita- 
tions of these “four months to pay” mail-order concerns, 
yet few retailers make any attempt to combat this com- 
petition. 

But F. \V. Fraentzel, Maplewood, N. J., is a hardware 
man who has successfully fought fire with fire and sold 
paint by direct-by-mail — sales 
methods, so we'll let Mr. Fraent- 
zel step into the story and tell you 
what he has accomplished. 












“Three years ago we decided 
that too many mail-order paint 
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In these pages, a man who has 
sold by mail, tells how some 
local dealers beat the game 


concerns were taking paint business out of this territory 
so we began to sell paint by mail ourselves. We circular- 
ized a mailing list of approximately 3500 property own- 
ers every month, sending out a little catalog featuring 
paint. We also slip in circulars received from paint 
manufacturers.” 

“What about direct returns?”he was asked. 

“That is difficult to judge,’ came the rejoinder, ‘and 
probably that is why some dealers start a mail-sales cam- 
paign on paint, then quit after a few months; however, 
we do know that dozens of landlords call up every month 
and order flat, varnish or enamel right out of the bulletin. 
Then, too, we often run specials, stating that certain 
paint will be sold at a reduced price for one week, and 
these specials always go big. 

Furthermore, our paint business is going ahead every 
year and as direct-by-mail advertising is the only pub- 
licity we give the line, our progress must be due, in the 
main, to postage stamps.” 

Fraentzel uses an addressing machine to issue mailing 
pieces, the job taking about two hours. Cuts are pro- 
cured from manufacturers, mailings are made the first 
of the month, charge customers’ statements going out 
with enclosures. The cost of 3500 letters, including two- 
cent postage, is less than $100, but F. V. Fraentzel would 
not be spending this amount of money every month for 
three years if mail-order methods did not sell paint. Of 
course, the purpose of circularizing prospects is not to 
procure their orders via mail but to induce them to 
call or phone personally. This is where the local dealers 
take precedence over all out-of-town mail-order concerns. 

And that brings us to the two biggest hurdles that a 
mail-order concern has to scale 
when flinging its paint offers over 
the country—and they are per- 
sonal contact and service. 

In every mail-order house the 
orders are rushed through from 
the mail-opening cage to the ship- 
ping room, each employee han- 
dling his part of the order auto- 
matically. There is no voice with 
















KIRBY-STACK 


HARDWARE CO. 


Good Hardware 


265-267- NORTH BROAD STREET 
ELIZ TH,NJ. 


EM 9200 . 9201 


PRICE LIST 


SPRING 1927 

















|] MADAM PEERLESS | HANDY ANDY SAYS 


Kyanize — CooKinc RECIPES 
| Tt 








If it’s good enough, for 


UNCLE SAM 
Eggs—Stuffed 
Six hard-boiled eggs, two small sour 
4 pickles, one -quarter teaspoon pepper, » 
And Now the Chair! | onequarer tesspoon celery salt. two It’s good eneugh for 
tablespoons mayonnaise, one teaspoon ANYBODY 
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YANIZE CELOID FINISH, | teaspoon chopped pimiento. Sprinkling 
the beautiful tinting enamel of paprika. 
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Pick Your Own Mailing List 


ANY merchants stop circularizing because they 
cannot see direct results. Often this is because 
they do not test out their mail matter. 

Kirby-Stack Hardware Company, Elizabeth, N. J., 
issues a catalog to a mailing list of over 4000 and 
know that it pays, because the company checks results. 
Each catalog carried a coupon. Out of 4000 names, 
approximately 400 coupons were turned in and many 
of these purchasers bought other paint materials. This 
is a ten per cent return—excellent—particularly so be- 
cause of the fact that thé paint coupons were used as 
leaders to bring ’em in. That’s all any good paint 
dealer wants—a chance to talk paint to somebody 
The sale is half made the moment a prospect puts his 
foot inside your door. 

And another thing must be mentioned about Kirby- 
Stack’s mailing list. First, the company employed an 
addressing firm to furnish names and circulation, but 
the management estimated that 50 per cent was waste 
circularization, so gradually it built up its own list 
from the following sources: Credit customers, cash 
customers, list of property owners in territory covered, 
civic, social, fraternal and church clubs. 

The cash customers’ names were procured by diplo- 
matic questioning by salespeople, the real estate 
owners from the county records and club members 
from the heads of these organizations. Upon com- 
pletion of their own list Kirby-Stack found that they 
had practically no waste circularization and results 
jumped immediately. 

So if you are using mail-order methods and not get- 
ting far with them, check up your mailing list first. 
That’s the foundation on which the system is built. 

A Paterson sporting goods dealer gave us this 
record: Last year he circularized a list of fifty names 
in regard to baseball outfits. As a direct result he 
sold five complete outfits, totaling more than $1,000 in 
all. Not such a bad percentage—$1,000 returns on $1 
worth of stamps. 

When asked how he got such a tremendous return, 
his only reply was: 

1 “I picked a good list.” 
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ANY dealers believe that direct-by- 
mail sales campaigns cost a great 
deal of money because, after looking 
at the big catalogs issued by national mail- 
order concerns, they assume that, to com- 
pete with them, it will cost a barrel of 
money. However one of the greatest mail- 
order experts in the country contends that 
the small town retailer can more effectively 
issue a neat four or eight page folder for 
circularization. He states that the best any 
dealer could do, would be puny compared 
to the mammoth bargain books of the 
catalog concerns, therefore, this advertis- 
ing man advises simplicity in the use of 
dealers’ mailing pieces. 

After all, the purpose of a paint dealer’s 
direct mail campaign is to get people into 
the store—not mail orders. A catalog 
similar to Fraentzel’s shown here with a 
friendly letter on the first page is sufficient 
to keep your name before the natives. 
Mail-order concerns know that when com- 
petition is intelligently directed against 
them by local dealers via mail sales 
campaigns, they don’t find it so easy to 
paint the town red with their paint 
products. 
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a smile greeting that customer across the counter as she 
asks for a can of varnish, just the impersonal contact of 
automatons, and this never can supplant the personal 
contact of a merchant with his customers. 

The fact that a dealer is right in the territory will out- 
weigh the “four months to pay” offer of a paint factory 
miles away, because purchasing by mail is not a normal 
method of buying. People like to see and feel the mer- 
chandise they intend to purchase whether it happens to 
be paint or other goods and direct-by-mail matter, re- 
gardless of how complete it is, cannot take the place of 
personal presentation. 

Can you smell perfume, hear radio jazz, see the bril- 
liant blue flash of the genuine diamond or feel the soft 
texture of the garment by reading catalog copy? And 
what about the inevitable delay between mailing and re- 
ceiving orders. And those shipping charges, which on 
paint and other bulky goods often make the articles more 
expensive than if bought locally. 

A Main Street merchant, starting with an accurate 
mailing list, addressing equipment and the determination 
tu boost sales via mail can put across a mail-order prop- 
osition in his locality to the detriment of the biggest 
mail-order paint concern in the country and this also in- 
cludes the nationally known catalog houses. 

Just visualize the situation. There you are, Mr. 
Hardware Man, right in the midst of plenty of paint 
buyers while the mail-order competitors are miles away. 


H. V. FRAENTZEL 
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Good roads wind their ways all over the country, almost 
every family in the small town has a car, so if the natives 
do, not “Buy at Home” when they need paint but persist 
in poring over a big bargain book or answering factory- 
to-consumer propositions, there apparently is something 
wrong with your methods of coaxing people into your 
establishment. 

And as Fraentzel found out, the paint dealer who 
uses direct-by-mail sales effort to fight mail-order com- 
petition can divert much of this trade into his own store. 
It is not absolutely necessary to issue sales bulletins or 
catalogs in order to start circularizing. 

Paint manufacturers will be glad to send you literature 
to send out; in fact, some of them will print special 
material for you, if you will agree to circularize it. A 
sales-coaxing, timely letter with circulars mailed once a 
month will put mail-order concerns in your territory at 
a distinct disadvantage. 

And don’t forget the foreign element. In selling paint 
direct to consumer the writer has come across hundreds 
of direct-by-mail circulars in the foreign sections and in 
many cases they beat him to nice big orders—likewise, 
the local paint dealers. 

Pasquale Tortoni, Stanislaws Glogowski and Kovacs 
John are big paint buyers but few dealers go after their 
business, consequently it drifts out of town; yet their 
names are listed conspicuously in the tax office, and any 

(Continued on page 74) 
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There are many mer- 
chandising advantages 
to the arrangement of 
the Erie Hardware Co.’s 
paint department. It 
enables the store to 
cater thoroughly to 
both main branches of 
the retail paint trade 
without confusion. Each 
type of customer feels 
that he has a definite 
service available in this 
department. The center 
of the section of course 
has an appeal for both 
groups of paint buyers. 
This paint department 
is in the rear of the 
store and is busy most 
of the time. 





Showing the right 
hand side of the paint 
department of Erie 
Hardware Co., Erie, Pa. 
This particular section 
is devoted entirely to 
the large paint buyer, 
the master painter, 
farmer, contractor and 
person who buys in gal- 
lon quantities or who 
wishes varnish, colors, 
white lead, etc., in 
larger quantities. The 
circle cut gives you a 


glimpse of the center 


of the paint department 
devoted to open top fix- 
tures which display 
brushes of all kinds, 
glass cutters, putty 
knives, glaziers’ points, 
polishes, waxes, waxers, 
polishers, paint remov- 
ers, brush cleaners, and 
kindred related  spe- 
cialties. 

The left hand side of 
paint department fea- 
tures the brushing lac- 
quers, a few pieces of 
unpainted furniture, 
and all colors of paint 
in the smaller or house- 
hold sizes. This feature 
of course appeals to 
the woman buyer or 
houseowner whose _ re- 
quirement is for smal- 
ler sizes. 
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Some Facts the Dealer 





A SWARM OF LAC BUGS 
Shellac is the excretions of an_ infinite 
number of tiny insects which become en- 
crusted to a twig, lay myriads of eggs, and 
die. The hatching of the eggs and repeti- 
tion of the process gives a lac coating 
which sometimes attains a thickness of 
half an inch. The lac is melted in long, 
narrow bags over a charcoal fire. The 
liquid which flows through the bag is al- 
lowed to dry in long narrow sheets which 
are broken into flakes. 


T goes without saying 
that the more the deal- 
er knows about the 
products, he sells, the 
better salesman he will 
be. For many types 
of merchandise the 
matter is a simple one. 
It requires no tech- 
nical knowledge to ad- 
vise the customer and 
to help him to choose 
intelligently many ar- 
ticles that best suits 
his purpose. In the 
case of a chemical 
product such as paint 
or varnish, however, 
the matter is more dif- 
ficult. While the de- 
tailed facts of their 
make-up must remain 
for the manufacturer 
and the chemist, the 
fundamental facts 
should be known to 
every dealer. 

There are two re- 
quirements for satis- 
factory paint. First it 
must be of good qual- 


ity, and second it must be the right paint for the pur- 
pose. As for quality, the safest guide is to choose the 
product of a reputable manufacturer. The dealer will find 
it to his advantage to handle only products such as will 


assuredly give 
satisfactory ser- 
vice, if correctly 
used. 

The second 
requisite involves 
more. For while 
there are floor 
paints for floors, 
wall paints for 
walls, and exterior 
paints for ex- 
teriors, etc., there 
is still within each 
of these classes 
considerable vari- 
ety from which 
the consumer 
must choose. 
Some knowledge 
of the materials 
used for paint and 
the purpose served 
by each should 
help him in mak- 


Flax or linseed oil production is being grown along with wheat by farmers in the 
Linseed oil is the most widely used drying oil because of the satis- 
factory qualities which it embodies and its moderate price. 


northwest. 
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O writer could, of course, state all 

desirable facts in the space avail- 
able here. Any paint salesman wishing 
to know more about the structure of 
paints and ordinary uses will find accu- 
rate and interesting information in the 
following publications. 

“Varnish Catechism” and “Paint Cat- 
echism,” written and published by G. B. 
Heckel, Secretary, National Varnish 
Manufacturers Association, 1002 Public 
Ledger Building, Philadelphia, and dis- 
tributed at nominal cost and probably 
available through your paint manufac- 
turer. 

“Technology of Paint and Varnish,” 
by A. H. Sabin and published by John 
Wiley & Sons, Inc. You can get this 
through your book dealer. 

“Elementary Studies in House Paint- 
ing and Paper Hanging,” edited by F. 
N. Vanderwalker published by Associa- 
tion of Master Painters and Decorators, 
A. H. McGhan, General Secretary, 
Washington, D. C. 








ing an intelligent choice of a satisfactory stock of paint. 
Paint is composed of pigment, vehicle, thinner, and 


drier. 


zinc oxide, lithopone, ete. 


/ 








The pigments commonly used are white lead, 
While the hiding power of 


any of these is 
good, that of 
lithopone is the 
greatest. Zinc 
oxide is used 
where pure white 
or delicate tints 
are required. It 
is also valuable in 
making a_hard- 
wearing surface, 
and in retarding 
the chalking ten- 
dency of white 
lead. Zinc oxide 
is an important 
componentof 
practically all pre- 
pared paints. 

The vehicle is a 
drying oil which 
binds the dry pig- 
ment powder to- 
gether and to the 
surface, turpen- 
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Should Know About P 


tine, benzine, mineral spirits, etc., are used as thinners 
to make the paint penetrate, flow freely, and spread out 
smoothly ; while the drier serves the purpose its name 
indicates. Linseed oil is generally preferred as the 
binder, both because of its moderate price and the satis- 
factory results which it gives. 

The proportion of drying oil and thinner used de- 
termines whether a paint is flat or glossy. Linseed oil 
and most varnishes dry with a gloss while a large pro- 
portion of turpentine or mineral spirit gives a flat finish, 
since these substances evaporate entirely. In a full gloss 
paint the proportion is about one-fifth turpentine and 
four-fifths linseed oil ; for a semi-gloss or egg-shell finish, 
about one-third turpentine and two-thirds linseed oil; 
and for a flat finish, about three-fourths turpentine and 
one-fourth linseed oil. 

Enamel is glossy because the vehicle used is varnish. 
It is important to know that enamel is more durable for 
interior use than paint, and that a glossy paint is more 
durable than a flat one. The hiding power of flat paint, 
however, is better and for this reason it is generally used 
for undercoats, whatever the finish. Enamels and glass 
paints are especially practical for a surface that must 
be washed frequently such as the walls and woodwork 
of kitchens and bathrooms. However, because of their 
beauty, flat wall paints are almost universally used for 
painting walls, and are entirely satisfactory for this 
purpose. 

For exteriors durability is even more important. For 
this reason it is well known that earth pigments are 
generally more 
permanent when 
exposed to weath- 
er and _ sunlight 
than chemical 
colors; and that 
tinted paint is 
more durable than 
white paint, the 
addition of even a 
small amount of 
tinting color add- 
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ing appreciably to er 
the life of the : 
coating. The prin- 

cipal earth pig- 


ments are yellow 
ochre, siennas, 
vmbers, red iron 
oxides, and 
“earth” browns. 
Varnishes are 
used both for ex- 
terior and _ interi- 
ors. They are 
made chiefly from 
fossil gums dis- 


. a volatile thinner for paint. 
solved by heat in 





Pire trees from which turpentine is drained. Pure gum turpentine is widely used as 
The thinner makes the paint penetrate the pores of the 
wood and flow freely 


drying oils and 
treated rosin. 
Where the sur- 
face is subjected 
toextremely 
hard wear, there 
is no finish so 
satisfactory. A 
light, clear var- 
nish is more 
transparent and 
is generally 
preferable for 
reasons of ap- 
pearance where 
the surface is 
not subjected to 
wear and _ tear. 
If color is de- 
sired, paint may : 
first be used and ~ - paige “> 
a finishing coat iw MD ont’ 
of clear varnish 
added, or a 
color - varnish 
may be used. 
Shellac is rather 
a temporary finish, and is less desirable than varnish 
where real durability is required. 

The customer will also be glad to have a few pointers 
on mixing paints. Prepared paints should be well stirred 
with a clean flat 
wooden paddle. If 
the pigment has 
settled to the bot- 
tom of the can, all 
of the liquid 
should be poured 
off and added a 
little at a time, 
stirring constant- 
ly. The customer 
should be warned 
against thinning 
prepared paints. 
If thinned at all, 
they should be 
thinned sparingly. 
Directions on the 
can should always 
be followed with 
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TUNG OIL TREE IN FLORIDA 
Tung oil is used for making a hard, brilliant 
varnish which dries more quickly than an oleo- 


resinous varnish. This tree happens to be in a 
cemetery. 


care. This fact is 
worth stressing, 


because of the 
different formulas 
used in manufac- 
turing different 
paints, 
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Devoe & Raynolds Employees 
Receive Service Awards 


President E. S. Phillips of Devoe & 
Raynolds Co., Inc., 1 West Forty-seventh 
Street, New York City, recently presented 
service awards to employees who have 
faithfully served the company for at least 
10 years. To those employees that have 
been with the company from 10 to 19 
years, gold cuff links were given. To those 
who served from 20 to 39 years inclu- 
sive, clocks—and to those of 40 years ser- 
vice or over, beautiful diamond stud sets 
or gold watches, as they preferred. In 
this large organization are 203 employees 
who have served the company for a com- 
bined period of 4570 years. 

George H. Phillips, second vice-president 
and uncle of the president, has been with 
the Devoe & Raynolds company for 53 
years and Alfred Stoutenborgh has been 
a salesman for 55 years. Each received 
platinum and diamond dress studs, cuff 
links and buttons. Miss Mary A. Bunce, 
who has been a clerk for 44 years, re- 
ceived a jeweled wrist watch. 

Twelve employees have been with the 
company over 40 years, 98 for over 20 
years and 94 have completed 10 years, but 
have not yet passed the 20 year mark. 


McComb Addresses Western 


Mass. Hardware Association 


On Jan. 11 William R. McComb, busi- 
ness manager of Save the Surface Cam- 
paign, was a guest and speaker at a “Paint 
and Varnish Meeting” of Western Massa- 
chusetts Hardware Association in the 
Highland Hotel, Springfield, Mass, Mr. 
McComb outlined the activities of the 
campaign, stressing particularly the work 
of the trade and sales promotion com- 
mittee. 

“The Romance of Paint and Varnish,” 
the four-reel motion picture of the Save 
the Surface Campaign, was shown and 
well received. 

E. D. Macnamara, president of the asso- 
ciation, presided at the meeting. 


Be Careful of Accessories 


Too much care cannot be given to the 
selection of turpentine, brushes and 
other items that are sold to be used with 
paint. Recently some of the manufacturers 
of paint supplies have been making a 
special point of establishing the quality of 
their products. This is very important to 
the dealer, as poor thinners and the like 
can spoil the best of paints. 


Clean Up and Paint Up Bureau 
Distributes Window Display 


The National Clean Up and Paint Up 
Campaign Bureau, 243 West Thirty-ninth 
Street, New York City, is distributing the 
new window display for 1928, reproduced 
below. This window display is made in 12 
colors, of real oil paint and die cut in a 
novel design. When set up, it measures 
about 40 inches high by 45 inches wide. 
It may easily be adjusted in a narrower 
space, if desired, by folding the end pieces. 

The die cut circular section with the 





trees, fits in a slot back of the house, giv- | 


ing an effect of sunlight on the brilliant 


coloring. The dealer’s name can be im- | 


printed on the dark rectangle of the dis- | 


play if desired. These displays are avail- 
able to the trade at a price intended to 
cover only actual cost and handling. 


Indoor Spraying 


Several spraying machines for indoor 
use are appearing on the market in addi- 
tion to the hand pumps that have become 
more or less familiar since lacquer made 
its advent. One of the new ones is 
equipped with an electric motor and can 
be strapped to the arm. Another is made 
to connect the air tube with a vacuum 
cleaner. Dealers should remember that 
while the spray will do a large proportion 
of the work, brushes will be needed for a 
finished job. Sprays are especially useful 
in painting very rough board surfaces, 
plaster and concrete and wicker furniture. 


One of the low-priced hand pump sprays | 


used in the open will do an excellent job 


on the porch furniture, a task that has | 


never been very satisfactory with brushes. 


Painting Rough Surfaces 


When floors, shelving, built-in cupboards 
and other broad surfaces are rpugh, it is 
best to persuade the customer to buy the 
flat or semi-flat paints. The gloss of 
enamels and varnish paints emphasize the 
roughness of the surfaces, while the flat 
paints minimize them. Most household 
amateur painters dislike very much to 
spend a long time at the tiresome job of 
smoothing rough floors or cupboard doors, 
and would much rather accept a paint that 
will tend to conceal the unevenness. 


Painting Paint and Plaster 


When the paint salesman learns that the 
customer is contemplating painting con- 
crete or plaster, he should always voice 
warnings. Plaster and concrete contain 
lime compounds, and as long as the damp- 
ness is retained, there is danger to the 
paint. This danger is just as acute in 
patches as an entire new wall. It is the 
rule in the erection of quality buildings 
that plaster be allowed to age before it 
is painted. The best architects require this. 
They realize the slight prospect of obtain- 
ing a good paint job on green plaster. 


Valentine & Co. Move Into 
| Large New York City Offices 


| Valentine & Co., makers of Valspar, 
etc., moved their general offices on Jan. 15, 

| from 456 Fourth Avenue, to 386 Fourth 
Avenue, New York City. This is the 
fifth move the company has made since 
headquarters were established in New 
York over 50 years ago. As in other cases, 
this move was made necessary by the con- 
stant growth of the company’s business 
and the lack of adequae office facilities. 
The company was at the old address for 
15 years. 

In the new building, which is of the 
latest type and construction, the company 
will occupy the entire 17th and 18th floors. 
These offices are centrally located and 
overlook the site of the old and historic 
Madison Square Garden. The new quar- 

| ters will give the additional room needed 
| to take care of both the new business and 
| the extension of service in cooperation 
| with the trade. Valentine & Co. had a 
| striking exhibit in the Hotel Commodore, 
| New York City, during the New York 
Automobile Show, where they displayed a 
new line of Jewel Colors. 


Best Paint for Milk Cans 


New milk cans should be given a first 
coat of red lead or sublimed blue lead. 
After this is thoroughly dry, practically 
any kind of paint can be used but be sure 
lead coats are well applied and thoroughly 
dry. 

Automobile enamel paints have recently 
| been used with much success as after 
coats. These brightly colored paints make 
the cans easily identified, supply an in- 
finite variety of colors for identification 
and stand the rouglf wear well. These 
paints dry quickly. The varnish content 
of these enamels also makes them desira- 
ble because they are easily cleaned. Only 
the very -best paint should be used be- 
cause of the hard wear. 

If the cans are not brand new, much 
care must be taken in thoroughly cleaning 
them. All grease must be completely re- 
moved and all rust sandpapered off. It is 
found best to pound out as many dents as 
possible as this permits a more thorough 
job of removing rust. If the cans have 
been painted previously, be sure that the 
lead coat is applied to cover all cracks in 
the previous painting. If soap or other 
solvents are used in cleaning cans, be cer- 
tain that all traces are removed. Gasoline 
or benzine is excellent for a final cleaning. 
There is always a tendency to rush the 
painting and not allow sufficient time for 
the drying of the separate coats. 


Another Use for Sandpaper 


A western store suggests through its 
monthly sales paper that sandpaper, used 
lightly, will remove the shine from blue 
serge clothing. 
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Pete Profit’s 


Partner 








spe HAT fellow who just went out—does he come 
in here often?” Pete Profit asked the clerk. 
“What’s his business and what does he buy 
here?” he continued, having been told that the man was 
a more or less regular customer. 

“I don’t just know his business but he seems to buy 
a lot of little odds and ends, mostly for small carpenter 
work,” replied Edwards, the clerk. 

Pete gave a grimace of disgust. “My boy,” he began, 
“there’s three kinds of retail customer, the ordinary 
shopper, the professional artisan or mechanic, and the 
fellow who likes to MAKE things, and this last one is 
a bird you often under-estimate. Actually, he’s the cream 
of the lot—why one of the largest tool makers in the 
country told me that if he could line up these ‘home 
craftsmen’ for customers, the whole tribe of regular 
carpenters could go and jump in the lake as far as his 
sales were concerned. My partner found it out for 
himself.” . 

Pete Profit settled himself in the Old Man’s chair 
and kindled a length of questionable looking tobacco. “If 
you'll talk to your trade a little,” he went on, “you'll 
find plenty of these fellows, some wearing overalls, and 
some all dressed up—you can’t tell by just looking at 
them. My partner one time found a regular bonanza in 
a young chap about twenty years old; the boy came 
in and bought a rabbet plane; my partner got to talking 
with him and asked him what he did with tools like 
that. ‘T make little models for the fun of it,’ says the 
boy, ‘and right now I’m making an auto-bus.’ 

“ ‘Bring some of them in,’ says my partner, ‘I’d like 
awfully well to have some things like that to put in the 
window.’ Well, sir, the fellow told us we could have them 
any time so we sent up a truck and brought back three 
pieces. There was a miniature auto-bus with little ex- 
haust pipes and spark plugs on the motor—all of wood, 
of course—gear shift, instrument board, just exactly 
like the real thing; we got two ship models, one a 
schooner built to measured scale, and the other one of 
these old Spanish affairs. My partner put them in 
the window, and the rest of the window he filled with 
tools—a set of carving tools, back saw, mallets, bits, 
draw knife, and so on. In the back he put a big sign: 
WHY NOT TRY IT YOURSELF? We had to put 
asbestos around the cash register—it got so hot you 
could hardly touch it.” 

Pete’s grave stare defied any questioning of such a 
temperature. “We had a center piece for a Christmas 
window that year, a full-rigged model of a clipper ship, 
built to scale and four feet long—same boy built it. 
People crossed the street to look and two newspapers 
ran accounts of it. We got absolutely free a display that 
a lot of stores would have paid cash money for, and more 





publicity than the Prohibition Act, and all from a 
casual question asked a stray customer. 

“My partner dug up another fellow,” Pete Profit went 
on, “who loaned us a beautiful carved tray, the finest 
bamboo fishing rod I ever have seen, and a lamp—oh 
boy! I can’t give you any idea of that lamp. It was 
made of sheet metal in the form of a grape vine with 
leaves—all curving and natural as life with little bunches 
of grapes. Any number of people tried to buy it. Well, 
sir, we put a lot of tools in with these things, and right 
by the lamp my partner laid some small cold chisels, 
punches, pliers and wire for the tendrils, with a piece of 
soft sheet brass and a pair of number thirteen snips. 
And we all stepped lively that week, too,” Pete con- 
cluded. 

“One thing I’d like to know, Mr. Profit,” asked 
Edwards, who had been listening attentively, “is how 
to reach the people like that who don’t come into our 
store. Not every man who buys tools makes things 
worth putting in your window.” 

“A perfectly sensible question,” answered Pete, “a 
man soon runs out of material. Now you slickers may 
figure out a better way, but we got next to about every 
home handy man in our town by promoting a contest. 
My old partner offered three prizes: Twenty-five dol- 
lars worth of merchandise, first prize; ten for second; 
and five for third, the awards going for the best home- 
made article brougHt into our store; a newspaper 
man, an attorney, and a manual training teacher acting 
as judges. They were to decide the ‘best’ by considering 
its originality, beauty or excellence, and age or condition 
of the person who made it. Well, we were snowed under ; 
our window looked like a museum and a junk yard com- 
bined. Pieces good and bad, large and small, lamps, 
book ends, pipes, boats, chests, mirrors, and all IN- 
TERESTING. No one who earned a living by using 
tools or any member of his family was allowed to com- 
pete and the awards went off to a crowd that packed the 
whole store. Cost price on the prizes, about twenty-five 
dollars, advertising seventy-five—result, the biggest tool 
week and month we ever had.” 

“There were no strings tied to that contest,” Pete 
continued. 

Grady, the tool buyer, spoke up, as Pete finished his 
story. “Pete,” he said, “after all those people are the 
steadiest buyers of tools the hardware man has. They 
aren’t affected by the condition of the building business, 
they pay cash, and all they need is a little encouragement. 
By the way, what is that famous partner doing by this 
time?” 

Peter Profit shook his head as he replied, “How can 
a hard-working old skate like me keep track of the idle 
rich and their goings-on?” 








‘a 
q 
( 
a 
: 
a 
it 








enn 


| 
' 
H 








46 HARDWARE AGE for JANUARY 26, 1928 





Putting Pep in February 


Make the second month of the year a winner in point of sales. 
Here are plans that will help 


EBRUARY is short on days, but long on oppor- 
PB tanites Every hardware retailer ought to cash in 
on this idea. It can be done in two notable ways: 
(1) By tuning up the sales force, and (2) by putting 
pep and punch behind your advertising for the month. 

More intensive advertising enables you to reach out 
for many more new buyers, gives you new selling fields 
to conquer, new prospects to interest, while more effi- 
cient selling methods will enable you to convert many 
newcomers into regular steady customers through your 
better sales and service atmosphere. In brief, February 
is an ideal month to bring your salesmanship methods 
down to date and your-advertising up to date. 

No matter how efficient an organization, it can always 
be made more efficient. No matter how much business 
you have enjoyed in the past, you can always develop 
more business if everybody is keyed up to the situation 
and asked to cooperate with your suggestions and by 
getting the spirit of service more thoroughly ingrained. 

You can develop more and better newspaper advertis- 
ing for February. You can make a raid on those long- 
neglected customer accounts and that dusty old mailing 
list. You can use more and better direct mail circulars, 
postcards and sales letters. 

A prize competition may be offered for the best sales 
letter suggested by anyone for the month of February; 
another prize for the best idea of the day, week and 
month along merchandising lines whether in arrange- 
ment, display or selling; another for the best stunt of 
getting customers to come into the store, whether 
through a clever window display, an advertisement or 
what not. 

The sales folk can be urged to make a few extra sales 
each day by suggestive selling. With a little inspiring 
and training they will soon show a little more pep and 
persistence in their selling methods. To boost friendly 
rivalry, competitions may be arranged between sales folk 
on their daily, weekly and monthly sales, with awards 
to the winners. 

A little coaching on how not to lose a sale—a little 
drill on how to make more sales—better knowledge of 
stock and of merchandise—these are some of the selling 
stunts that will make February a big month. 

There are, no doubt, a hundred pointers worth having 
in retail selling. Unearth them—from books, from mag- 
azines, from house organs—now lying on dusty shelves. 
Dig these ideas up and apply them during the month. 

Have a friendly chat with your salesmen—one at a 
time—on selling methods. Learn their method of at- 
tack, the approach, the sales talk, the close. Get their 
conception of what salesmanship really means. Jot down 
their ideas—sum them up, and you can get a pretty 
good cross-section of what is actually going on in your 
store today. Compare notes—interchange views. 

One hardware merchant found that salespeople reacted 
most favorably to the following selling points as con- 
vincing sales arguments, in the order named: 

Quality, 17; price, 15; guarantee, 13; satisfaction, 12; 


money saving, 11; service, 10; up to date, 8; variety of 
selection, 7; appearance, 6; convenience, 1. 

On suggestive selling most of them were timid. Some 
of them could not correlate the article purchased with a 
similar or dissociated article. Most of them thought 
they were simply on the job to show the customer mer- 
chandise, answer questions as best they knew how, quote 
prices, take in the cash, write up a saleslip, and then 
wrap up the article, or let the customer go away empty- 
handed, if undecided. 

By grappling hand-to-hand with your selling prob- 
lems, by literally tearing them apart, limb from limb, and 
putting them back together again in logical apple-pie 
order, you can soon get a good bird’s-eye view of your 
salesmanship methods—a viewpoint which will enable 
you to bolster up your sales foundations and to build a 
more enduring sales pyramid on top of your cash register. . 

A hardware merchant who tried a plan something like 
this last year found it a good idea to open up the first 
day of February with a bang-up bulletin, which broadcast 
a live-wire message to his sales staff. It was in the form 
of a telegram on a piece of white cardboard, 4 x 7 inches, 
flexible, run off on the typewriter, with a cartoon of a 
smiling messenger boy holding out a telegram to be read, 
procured from a print shop which had used the blanks 
for an entirely different purpose: 


TELEGRAM 


February is short on days, but long on opportunities. 

Are you prepared to cash in on each day as it comes along? 

February is the landlord’s month—don't let him beat you 
to it! 

Here is my idea of a good day’s work: 

, 40 calls; . 

34 sales; 

2 undecided ; 

1 just looking ; 

3 miscellaneous inquiries. 

Keep your daily sales records of “puts and calls” in accu- 
rate workmanlike manner. Let them mean something this 
_month. 

Let’s Make February a Banner Month! IT CAN BE 
DONE—and we're going to do it. 

Another card, issued a few days later, read as follows: 


WHY YOU MADE THAT SALE! 


BECAUSE You 


—sensed the customer’s wants right away; 

—gave intelligent answers to all inquiries made; 

—were ready with appropriate suggestions and convincing 
arguments ; 

—made statements that rang true to form; 

—showed real interest in the customer’s wants; 

—displayed the merchandise in an interesting and effective 
manner ; 

—were full of pep when the customer approached ; 

—smiled and made yourself pleasant and agreeable ; 

—let the customer take his time and do most of the talking; 

—let the customer feel he knew what he’ wanted and that it 
was up to you to give it to him; 
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—presented your best appearance and used your best selling 


talk; 

—allowed nothing to interfere with your selling of that arti- 
cle ; 

—was reasonably friendly with the customer and gained his 
good will; 


—left the impression that you were happy to serve him. 
Another card was issued a little later which read: 


IT HAS BEEN SAID THAT 


—no one stands still—he either advances or retreats—which 
way are your sales going? 

—the one wants to do a thing right—usually can; 

—many a player in the orchestra of life spends most of his 
time tuning up; 

—you can always trade your present job for a better one if 
you can throw in a little bit of unusual ability to 
boot ; 

—the world is full of people who have ability to do things, 
but who do not do them without being told and then 
watched ; 

—a word to the wise is not always enough; 

—luck will commence to help you as soon as you refuse to 
trust to it; 

—permanently pleased customers are the best evidence of suc- 
cessful salesmanship ; 

—a good natured customer will buy three times as much as 
one with a grouch—always show your sunny side to 
a customer ; 

—price offers an inducement, but QUALITY offers a reason. 


Another card issued several days later read: 


DON’T SELL MERE THINGS—SELL 
EFFECTS 
A good salesman does not sell pianos—he sells heme life and 
music and pleasant evenings ; 


A good salesman does not sell clothes—he sells personal 
appearance, pride and attractiveness ; 


W. B. Charlton Becomes Member 


On Jan. 9, 1928, the Half Century Club of Supplee- 
Biddle Hardware Co., Philadelphia, Pa., welcomed into 
membership William B. Charlton ,who entered the em- 





Top row, left to right—Mr. James Hall Righter, Mr. Gilbert W. 

Molloy, Mr. William B. Charlton, Mr. Edward Knight Bottom 

row, left to right—Mr. Walter Scott Cook, Mr. Robert Stewart, 
Mr. Thomas Weir. 


ploy of the company on Jan. 9, 1878, making him eligib!e 
for club membership. 

At the present time the membership consists of: 
Robert Stewart, who joined the company on March 1, 


A good salesman does not sell shoes—he sells foot comfort 
and the pleasure of-walking in the out-of-doors with- 
out aching feet; 

A good salesman does not sell automobiles—he sells travel, 
sight-seeing, scenery and the great unexplored coun- 
tryside ; 

A good salesman does not sell life insurance—he sells the 
feeling of security in the family circle; 

A good salesman does not sell candy—he sells happiness and 
the pleasures of taste and the delight of receiving 
a box of candy; 

A good salesman does not sell furniture—he sells a home 
environment which radiates both comfort and refine- 
ment ; 

A good salesman does not sell books—he sells the joys and 


profits of knowledge and the desire to possess ; 

A good salesman does not sell toys—he sells gifts to the chil- 
dren which make the kiddies gay. 

In short, don’t sell THINGS—sell Ideals, Self- 
respect, Home Life and Happiness—the pride of pos- 
session—the joy of ownership. 


Feelings, 


Timely tips like these passed on to the sales staff and 
garnered from the four winds of trade journalism enable 
you to push the sales ball uphill during the month of 
February. 

By making the individual salesman more efficient and 
by bringing more customers into the store through more 
intensive advertising, it is quite possible to erect an en- 
during sales pyramid which will stand the tests of future 
months, and can be used over and over again from year 
to year with profitable results. 

Sales ideas and good selling stunts can be picked up 
from the pages of almost any business magazine. By 
borrowing a good idea here and there in your magazine 
reading you can adapt various selling plans to your own 
business and put over many unique selling stunts which 
will help you build up a larger pyramid of sales. 


Supplee-Biddle Half Century Club 


1868; Walter S. Cook, Sept. 15, 1870; James Hall 
Righter, April 11, 1871; Thomas Weir, July 1, 1871; 
Gilbert Molloy, June 1, 1876; Edward Knight, April 1, 
1873 and William B. Charlton. 

Robert Stewart holds the record for the longest term 
of service, as he will have completed 60 years of service 
on March 1, 1928. It is interesting to note that he is 
still active in his daily work. Charles M. Biddle, Sr., 
who was a member of the club, up to the time of his 
death on Feb. 21, 1922, served the organization for al- 
most sixty-one years. 


The New Ford Helps Sell Hardware 


Believing that most people like to “kill two birds with 
one stone,” the Buchanan Hardware Co. in Richfield 
Springs, N. Y., accommodated them recently. The new 
Ford automobile was to be on display in a local garage 
for one day, Dec. 19, 1927. The Buchanan company, 
realizing that possibly thousands of people from the sur- 
rounding territory. would visit town to see the much 
talked of car, put on sale 100 articles at about one-half 
the regular sale price. The sale was advertised exten- 
sively and it is safe to assume that the many extra pur- 
chases made in that one day, balanced any loss on the 
lowered prices for the 100 sale articles. 
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This is one of the cooperative 


hardware merchants in Chicago 


ARLY this year V. L. Erickson, sales manager of 
EK, L. Gould & Co., Chicago, Hardware Jobbers, be- 
came more convinced than ever that there was need 
of closer cooperation between the jobber and the retailer 
in order to counteract the inroads being made on the 
independent dealers by the chain and syndicate stores. 
After considering the situation carefully, Mr. Erickson 
visited every hardware man in Gary, Ind., and put up to 
them a plan for running a series of cooperative news- 
paper advertisements. The plan, briefly, was that the 
Gould advertising department would each month prepare 
a full page advertisement to be run in the local paper 
and in the ad were to be the names of the dealers sub- 
scribing to the plan. Prior to the running of each ad 
the dealers were to select a list of forty or so seasonable 
items they wished to feature. 

Mr. Erickson does not insist that the items advertised 
be bought from Gould, nor is it even necessary that all of 
the items be those carried by L. Gould & Co. It is the 
rather altruistic motive to really help the dealer meet his 
problems. 

The Gary dealers, or, to be exact, fifteen of them, 
agreed to try out the plan. The result of the first 
‘advertisement may be judged by the fact that thirteen 
out of the fifteen dealers reordered the items used in 
the sale after the event was over, or, in other words, they 

“had sold out of these items. The plan has continued in 
Gary each month since the original advertisement ap- 





newspaper advertisements used by a group of 


.one paying an equal amount. 


Wonderful ewe at I Neighborhood Hardware Stores 


Chicago 
Jobber 


Works Out 


Helpful 
Sales Plan 


Cooperative newspaper 
advertising carrying 
well known _ items 
proves successful. 


peared and dealers in seventeen other towns have taken 
up the project. In Rockford, Ill., fourteen dealers are 
cooperating ; in Racine, Wis., ten; in Green Bay, Wis., 
ten; in Appleton, Wis. 8 and so on down the line. In 
each instance the advertisement is written for the dealers 
of that particular town, the items being selected by the 
dealers at a meeting or luncheon a few days prior to 
the running of the ad. Each dealer is then furnished 
with a list of the items so that he can check over his 
stock and order any fill-ins he may require. No sales 
pressure is used in this connection but any purchases for 
the sale is left to the dealers own judgment. 

The Gould Company writes the copy, furnishes the 
cuts, attends to all the details and places the order with 
the newspaper. The cost of the ad is billed to them and 
they, in turn, pro-rate the cost among the dealers, each 
From the figures avail- 
able it is estimated that the average sales of each dealer 
on the items advertised run about $150 and in addition 
there are incidental sales of other merchandise which 
will swell the total. 

So far, in every case, the plan has worked well. It 
gives the small neighborhood dealer an opportunity to 
use newspaper space which would be almost prohibitive 
in price if he attempted to do it alone. The advertising 
is bringing more women into the stores and is apparently 
giving the small dealer a more important standing in the 
eves of his customers. 
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How to Go Broke Selling 


Hardware 


By John Finnegan 


Here are some interesting rules for failure in the retail 


hardware business. 


Follow them—and hang out the 


red flag. Heed the lesson that lies between the lines 
—and flourish 


a good fellow. Forget that your personal likes 

and dislikes don’t amount to anything. Forget 
that you’re not buying goods for yourself but your com- 
munity. Speculate on lines foreign to the hardware busi- 
ness and which you know nothing about. 

Buy plenty of goods from manufacturers for the per- 
sonal satisfaction of “buying direct,” whether you can 
use the quantity or not. Never buy less than box lots— 
that 5 per cent must be saved. What if you do buy three 
years’ supply? Five per cent is 5 per cent. 

Keep plenty of nail kegs and white lead tubs cluttered 
around the store. Place the poultry netting where cus- 
tomers are sure to get their clothes caught in it. 

Sweep the store and wash your windows only occa- 
sionally. Arrangement of stock and cleanliness of dis- 
play is unimportant to a sforekeeper heading for bank- 
ruptcy. 

Never use the window display material that jobbers’ 
men and manufacturers’ representatives send you. Why 
should you favor certain lines with window displays? 

Believe that all salesmen are time wasters. They may 
have ideas for making more money, but what do you 
care? 

Save money on your electric light bill. Don’t light up 
your store and windows. A dingy, shabby, unpainted 
store won’t help any in the sale of paint. You want to 
go broke—not sell paint. 

Neglect your bookkeeping. Make no attempt to col- 
lect your overdue accounts. When you do send out col- 
lection letters make sure they are snappy, terse and 
insulting. ‘ 

Put up a sign in your store, “If we haven’t got what 
you want we'll get it.” Then watch the nail bins fill up 
with these specially ordered goods. 

Always carry the “just as good” merchandise. 

Cut prices and make your competitors mad. 


B: everything a clever salesman offers you. Be 


Employ sleepy, unintelligent clerks—the cheaper the 
better. Make no attempt to train them to know the 
goods they sell. 

Be a hermit outside of store hours. 
civic projects. 

Never advertise. Forget that “if your business isn’t 
worth advertising, advertise it for sale.” 

Feature the cheaper lines of goods. Guarantee every- 
thing. Believe that the customer is always right. 

Cry about the bad times and the scarcity of work. 

If you have any building to do be sure and employ 
non-union labor. 

Keep no records of expenses, overhead, etc. 

Never pay your help real salaries and never “pat” your 
clerks on the back. High-hat your employees. 

Pooh-hooh the idea of small, frequent store meetings, 
where you might attempt to educate your clerks and 
yourself in real selling. 

Be gruff—uncivil. Never courteous. Never have time 
to fix a kid’s roller skates or put a bolt in his coaster 
wagon. Those kids of today are your customers of to- 
morrow, but you won’t be in business then. 

Let your competitor perform the service “Thank you 
jobs.” Adjusting lawn mowers—advising paint jobs. 

Refuse to recommend, your ‘competitor when you're 
“out” of an item. 

Keep right on buying in dull seasons. 

Buy goods from twenty different jobbers. 

Never miss buying the “Specials” that salesmen offer 
you. ‘ 

Wrangle with salesmen. Ship back goods without au- 
thority. Make unauthorized deductions on your remit- 
tances. This will get you generally disliked by whole- 
salers. 

Meddle in politics. 

When you’ve done all these things, hang out the red 
flag and send for the auctioneer—you’re through. 


Don’t ever mix in 





Advertisingly Speaking 


I’ve kept that schoolgirl complexion, 
I’ve walked a mile for a smoke, 
I’ve asked the man who owns one, 
And he tells me it keeps him broke. 
I know that a child can play it, 

To guard the danger line I try, 


I know when it’s time to retire, 

And I’ve heard that they satisfy, 

But there’s one thing that keeps me guessing, 
No matter how hard I strive, 

I’d like to know just whether or not 


I’m one of the four out of five.. —E-achange. 
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H. V. Kaltenborn Addresses 20th Annual 
Banquet of Metropolitan Hardware Association 


More than nine hundred hardware men 
and guests gathered in the Grand Ball 
Room of the Hotel Commodore, New York 
City, on Thursday evening, Jan. 19, for 
the twentieth annual banquet of the Metro- 


politan Hardware Association. 
H. V. Kaltenborn, associate editor of 
The Brooklyn Daily Eagle, Brooklyn, 


N. Y., was the speaker of the evening. Mr. 
Kaltenborn is well known as a world trav- 





H. V. KALTENBORN 


eller, a dispenser of current world events, 
opinions over the radio and as a journalist 
of high standing. His topic was “Amer- 
ica’s Place In The World Today.” He 
announced that he would take his audience 
on a world tour, touching briefly at each 
country which is in the news of the day. 
The Havana Conference and Nicaragua 
were the first stops. Mr. Kaltenborn then 
jumped to Japan and told of her financial 
situation at the present time and how she 





SIDNEY J. MILLIGAN 


President Metropolitan 
Hardware Association 


had abandoned the idea of colonizing 
Manchuria. The war in China has been 
brought about by Chinese students, edu- 
cated in this country, said Mr. Kaltenborn. 
He also said that China was rapidly get- 
ting rid of the Communists who infested 





the country. Russia was said to be find ny 
herself, seeking loans, and buying agri- 
cultural implements and tools, with a view 
of reestablishing the agriculture of th» 
country. The Russians were said to prefer 
American made tools. Germany, the 
speaker pointed out, has come out of the 
chaos of the post-war period and is be- 
coming financially stable. She hopes t 
pay her war debts in part during this 
year and is trying to clear herself of debt. 

“America has never been in a more iav- 
orable position for constructive leadership 
in the world than she is at the present 
time,” said Mr. Kaltenborn, “we don’t need 
political power, fer we have economic 
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H A. CORNELL 


Chairman Banquet Committee 
Metropolitan Hardware Association 


power. The size of our country, its 
abundance of raw materials and natural 
resources have made it economically 
powerful.” 

At the conclusion of the address, the 
assemblage arose, as a mark of respect 
and appreciation of Mr. Kaltenborn’s mes- 
sage. Sidney J. Milligan, president of the 
Metropolitan association, was the presid- 
ing officer and toastmaster. He welcomed 
the men to the banquet and in a-very ex- 
cellent short speech, introduced the speaker 
of the evening. Mr. Milligan also read a 
telegram from R. J. Atkinson, long an ac- 
tive member of the association and now 
president of the N. R. H. A., saying that 
although he was in Denver, Colo., his 
thoughts and best wishes were with the 
diners. A tribute was paid to the popular 
Al Cornell, who as chairman of the ban- 
quet committee worked very hard for the 
success of the occasion. 

At the conclusion of the dinner, a splen- 
did entertainment was put on, under the 
personal direction of Thornton Webster, 
assisted by Billy Cusack. Bill Caesar’s 
orchestra furnished music throughout the 
evening. Matthias Ludlow was chairman 
of the entertainment committee. At the 
speakers’ table were: Frank Doyle, presi- 
dent of the New York State Retail Hard- 
ware Association; John B. Foley, secretary 
of that association; H. A. Cornell, chair- 
man of the banquet committee; Chief 
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Booster Fred B. Hinchman; William IF. 
Littell, Jr., secretary of the Metropolitan 
association; Matthias Ludlow, past N. Rk. 
H. A. president; S. J. Milligan, president 
of the Metropolitan association; Joseph 
Ringler, president of Manhattan & Bronx 
association; Lou Schelling, president oi 
North Jersey association; Seymour N. 
Sears, president Nat. Council of Travelline 
Salesmen’s Associations; Arthur Shimeil, 
treasurer, Metropolitan association; Rev. 
M. Joseph Twomey, D.D., chaplain of 
Metropolitan association, and H. A. Vogt, 
president of the Brooklyn association 


Walkley New York Manager 
for W. A. Ives Mfg. Co. 


C. E. Walkley has been appointed as- 
sistant sales manager for W. A. Ives Mfg. 
Co., Meriden, Conn., manufacturers of 
Mephisto tools. He will be manager of 
New York sales, making his headquarters 
at 522 Fifth Avenue, New York City, 
from which point he will cover the entire 
Metropolitan territory. 

Mr. Walkley was previously in charge 
of New York sales for H. D. Smith Co., 
Plantsville, Conn., and prior to that covered 
southern territory and worked from the 
New York office of Peck, Stow & Wilcox, 
Southington, Conn. 


Chas. E. Nagel Opens Office 
As Manufacturer’s Agent 


Charles E. Nagel, manufacturer’s agent, 
has established an office at 41 Park Row, 
New York City, from which point he will 
cover the Metropolitan territory including 
northern New Jersey and the Hudson 
River towns. Mr. Nagel is specializing 
in the handling of hardware and electrical 
supply lines, and can handle a few addi- 
tional accounts.. He formerly represented 
the Keystone Varnish Co. in Georgia, 
South Carolina and Florida. 


Luther McNeal Retires, Served 
N. Y. Wholesalers for 55 Years 


Luther McNeal, who for 55 years has 
been connected with the Rochester, N. Y., 
wholesale house of Mathews & Boucher, 
and manager of the retail department of 
the firm since 1876, recently retired. Mr. 
McNeal began to serve the company fifty- 
five years ago when it was known as 
Hamilton Bros. Co., and was retained 
through five successive changes in man- 
agement till finally it became known as 
Mathews & Boucher. During his early 
years in the hardware business Mr. Mc- 
Neal did quite a bit of experimenting and 
was granted patents on many articles sold 
in hardware stores today. 

W. R. Olds, formerly with Burhans & 
Black Co., Syracuse, N. Y., has succeeded 
Mr. McNeal. 
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' Manhattan and Bronx Dealers 
Elect J. Ringler, President 


Joseph Ringler of Benj. Gillespie & Co., 
728 Third Avenue, New York City, was 
elected to the presidency of the Manhat- 
tan and Bronx Hardware Association at 
the annual meeting, held in the Prince 
George Hotel, New York City, on Jan. 17, 
1928. Other officers elected at this meeting 
were: J. M. Kohlmeier, first vice-presi- 
dent; Bernard Wankel, second vice-presi- 
dent; George Steets, third vice-president, 
and Jean Blair, treasurer. Directors of 
the association, to serve for the ensuing 
three years, who were elected, are: Leon 
Langsam and Sandford Treat. 

Retiring president, E. J. Ferguson, pre- 
sided at the meeting which was called to 
order at 830 p. m., with 20 members 
present. C. H. Tilson, secretary, read the 
report of the last meeting and also his 
annual report, both of which were ap- 
proved. Jean Blair, treasurer, reported 
on the finances of the association and 
pointed out that there was more money in 
the treasury than a year ago. 

G. Duncan C. MacLeod, chairman of 
the entertainment committee for the an- 
nual dinner, dance and _ entertainment, 
urged the members to reserve the evening 
of Feb. 21, when this affair will be held 
in the Cornish Arms Hotel, New York 
City. Tickets are now on sale and a 
good meal, a good orchestra and an enjoy- 
able time are promised. When the nomin- 
ating committee, headed by Arthur Schim- 
mel made its report, the secretary was in- 
structed to cast one ballot for each candi- 
date. Mr. Ferguson asked that the new 
officers be given the utmost support and 
urged and thanked the members of the 
association for their cooperation. 





O. B. Surpless Will Address 
Hardware Boosters Jan. 28 


Oliver B. Surpless, president, Surpless, 
Dunn & Co., New York City and Chicago, 
will be the guest and speaker of the New 
York Hardware Boosters, Saturday, Jan. 
28, at the Hardware Club, 253 Broadway, 
New York City. Lunch will be served at 
one o’clock sharp. Mr. Surpless is a well- 
known hardware man, a speaker of recog- 
nized ability and a student of business con- 
ditions. His contribution to this meeting 
will be a real feature. 





S. T. Thompson Retires 


S. T. Thompson, who for the past 55 
years has conducted a retail hardware 
store in Adams, N. Y., recently sold his 
business to Amos D. Wagoner. Mr. Wag- 
oner had already taken over the plumbing 
department connected with the Thompson 
store. 

Mr. Thompson’s retirement is of im- 
portance and interest in that part of the 
State as he is the oldest merchant in the 
point of service in that community. 





H. S. Arthur Dies 


H. S. Arthur, who for 35 years was 
connected with the hardware trade of 
Watertown, N. Y., died recently at his 





home in that city. His death was the re- 
sult of a slight stroke suffered on Novem- 
ber 8, 1927. 

Mr. Arthur entered the hardware busi- 
ness in 1882, when he formed a partner- 
ship with William Howard, under the 
name of Howard & Arthur. In 1897, Mr. 
Arthur purchased the interests of Mr. 
Howard, continuing the business alone, 
until 1907 when his sons, Harold and Haw- 
yard B., entered the firm, which became 
known as H. S. Arthur & Sons Co. This 
firm was continued until 1922 when they 
sold the business to McLaughlin and Haw- 
kins. Since that time Mr. Arthur has 
been out of active business. He was one 
of the best known and most prominent 
citizens of Watertown. 


Chicago Solder Co. Doubles 
Its Plants Capacity 


The Chicago Solder Co., 4201 Wright- 
wood Avenue, Chicago, Ill. recently 
opened a new unit to its plant which has 
doubled the capacity. This addition has 
been made necessary by the growth of 
the company’s business, which necessitated 
additional space. 

The building is of fireproof construc- 
tion. With this new unit the company now 
has 35,000 sq. ft. of manufacturing space. 

The working force has been increased, 
and at the present time is working over- 
time. 


Frank B. MeKenna Joins 
Comfort Coal-Lumber Co. 


Frank B. McKenna, formerly of the 
Atlas Portland Cement Co., will soon be- 
come genéral sales manager for the Com- 
fort Coal-Lumber Co., Hackensack, N. J. 
This contern operates coal and lumber 
yards as well as retail hardware stores in 
several New Jersey cities. 

Mr. McKenna has had extensive experi- 
ence, which has well fitted him for the 
work which he will take up on Feb. 1. 





American Nut and Lock Co. 
Organized in Decatur, IIl. 


Local interests in Decatur, IIl., have cap- 
italized the American Nut & Lock Co. with 
$100,000 stock, to introduce and manufac- 
tute in this country a new lock-nut, in- 
vented by J. H. Fernferon. It is said that 
production will not begin for about two 
months. Lester L. Barton, William E. 
Janssen, and Henry W. Orberg are the 
organizers of the company. 


Veteran Halifax Hardware Man, 
Horton Covey, Passes On 


Horton Covey, a director and a buyer of 
Cragg Bros. Co., Ltd, Halifax, N. S., 
passed away recently at his home, Princes 
Lodge, Halifax. Mr. Covey was one of 
Halifax’s veteran hardware men. As a 
boy he entered the firm of John Stairs & 
Co., later joining Black Bros. & Co. In 
1902 he joined Cragg Bros. & Co., Ltd. 
He was well liked and held in the highest 
esteem by all who came to know him. 





Bright Colors Predominate 
at Housefurnishing Show 


The first annual exhibit of the National 
Housefurnishing Manufacturers Associa- 
tion held in Chicago, Ill., the first week 
of January, was an unqualified success. 
Approximately 100 manufacturers of 
household items maintained merchandise 
displays, occupying the entire fifth floor 
and most of the sixth floor of the Stevens 
Hotel. Buyers from practically every sec- 
tion of the United States and Canada were 
in attendance representing wholesale and 
retail hardware and department stores. 

One striking feature of the entire dis- 
play was the predominance. of brilliant 
colors in the merchandise shown. Ranges, 
electrical appliances, kitchen-ware, furni- 
ture and even the mops and brushes, all 
were attractively colored in bright reds, 
greens and blues. 

Stan L. Hanson, president of the asso- 
ciation, states that plans are already under 
way for a similar exhibit next year and 
that not only has every manufacturer who 
exhibited this year signified his intention 
of displaying next year but also several 
additional firms have spoken for space. 


R. J. Atkinson Will Address 


Several Western Conventions 


Russell J. Atkinson, Brooklyn, N. Y., 
president of the National Retail Hardware 
Association, has started on an extensive 
speaking tour in the West. Mr. Atkinson 
will be on the road for two months, at- 
tending and addressing several State hard- 
ware associations’ conventions. His sched- 
ule is as follows: 

Jan. 25, 26, 27—Hotel Davenport, Spo- 
kane. 

Jan. 31, Feb. 
Portland, Ore. 

Feb. 6—Hotel Finlen, Butte, Mont. 

Feb. 7, 8—Hotel Bannock, Pocatello, 
Idaho. 

Feb. 15, 16, 17—Hotel Whitcomb, San 
Francisco, Cal. 

Eeb. 21, 22, 23—Biltmore Hotel, Los 
Angeles, Cal. 


1, 2—Hotel Multimona, 


Another Furnace Factory Locates 
in Dowagiae, Mich. 


Dowagiac, Mich., already the head- 
quarters for three furnace manufacturers, 
has a fourh furnace concern in the newly 
organized Dowagiac Steel Furnace Co. 
The company will make seamless warm 
air furnaces for residences and industrial 
plants and expects to be in full production 
by the end of January. 


New Business Causes Expansion 


of Plews Oiler Co. Offices 


Due to the rapid expansion in its busi- 
ness, the Plews Oiler Co., has moved from 
405 Boston Block to 258 Sexton Building, 
Minneapolis, Minn. The new quarters are 
much larger than the former offices. The 
company has also increased the size of its 
office and distributing warehouse in 
Wichita, Kansas. 
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Plans Being Completed for 
Nutmeggers Annual Dinner 


Plans are rapidly being completed for 
the third annual dinner of The Nutmeg- 
gers, to be held in the Grand Ball Room 
of the Hotel Bond, Hartford, Conn., on 
Feb. 15, 1928. Arthur Lamson, of Marl- 
boro, Mass., vice-president N.R.H.A., 
will be the guest of honor. Following the 
dinner, a 10-act vaudeville program will be 
put on. This will be under the direction 
of Mark A. Miller, chairman of the en- 
tertainment committee, assisted by H. F. 
Sullivan, E. C. Sullivan and others. Tickets 
for this dinner, which are $4.00 each, are 
selling very rapidly and as space is limited, 
no time should be lost in securing them 
from M. A. Miller, Apt. 212, Ambassador 
Apts., Hartford, Conn. All orders must 
be accompanied with checks. 

The annual meeting and installation of 
the newly elected officers will be held at 
9 a. m. on Feb. 16, in the Hotel Bond. 
President-Elect C. S. Phillips, Starrett 
Tool Co., will outline, at this meeting, 
plans for the coming year and announce 
his committee appointments. 





Employees of Vermont Plants 
Enjoy Banquet and Dance 


Employees of The True & Blanchard 
Co., Inc., and the Newport Motor Co., 
both at Newport, Vt., enjoyed a very suc- 
cessful banquet and dance on Jan. 2, 1928. 
The banquet was served at one of the 
local hotels, after which dancing and 
bridge was enjoyed by all until late in 
the evening. 


Caldwell Elected President 
Cleveland Stone Company 


Herbert W. Caldwell, who has been with 
the Cleveland Stone Co., Cleveland, Ohio, 
since its incorporation in 1866, was elected 
to the presidency of the company at the 
annual meeting held last week. He suc- 
ceeds the late C. W. Walters. 

Mr. Caldwell started with the company 
as a bill clerk, was assistant to President 
J. M. Worthington for some time and later 
became manager of the grind stone de- 
partment, where he remained for about 
twenty years. He was made vice-presi- 
dent in 1916. 

J. R. Miller, formerly secretary and 
treasurer, has been elected vice-president 
and treasurer and E. A. Burr has suc- 
ceeded him as secretary. Harry T. Clark 
was elected a director to succeed W. B. 
Sanders, who resigned, and D. D. Perry 
was made a director to succeed Mr. Walters. 





Improved Washburn Catalog 


The Washburn Co., 6126 S. La Salle 
Street, Chicago, Ill., has issued a new cata- 
log of its entire line of products, which is 
an improvement over the former Illus- 
trated Net Price List. Realizing that the 
old style catalog did not provide the buyer 
of any given line all the information that 
he needed, the company has compiled this 
new catalog in a logical, clear and concise 
manner. 








All hardware items are grouped in one 
section, regardless of the factory in which 
they are made or stocked. In the same 
manner, all the house-furnishing articles, 
the entire Androck line, are grouped to- 
gether. In the third section the miscel- 
laneous lines are assembled, some of inter- 
est to a specialized trade, others of sea- 
sonable interest, etc. 

The price lists applying to this catalog 
show in a clear manner to which factory 
orders should be sent to obtain the service 
that best meets the dealer’s requirements. 
The four Washburn factories are located 
geographically for economic distribution 
and the price lists indicate at a glance, 
which one can serve the dealer best. 


Llew S. Saute Tours Country— 
To Address State Conventions 


Llew S. Soule, editor of HARpwarE AGE, 
is scheduled to address several western 
state hardware conventions on subjects 
pertaining to current problems of retail- 





LLEW S. SOULE 


ing. Mr. Soule will be traveling for sev- 

eral weeks. His schedule is as follows: 
Jan. 20-25—Statler Hotel, St. Louis, Mo. 
Up to Feb. 1—Rome Hotel, St. Louis, 
oO. 


Up to Feb. 4—Care Frank Bare, Den- 
ver, Colo. 

Up to Feb. 8—Hotel Finlen, Butte, 
Mont. 

Feb. 18—Hotel Whitcomb, San Fran- 
cisco, Cal. 

Up to Feb. 24—Care H. L. Boyd, 618 
Hellman Bank Building, Los Angeles, Cal. 

Mr. Soule will return to New York 
through Arizona and Texas and then up 
to Chicago, IIl. 


Shareholders Now Control James 
Walker Hardware Co. 


The James Walker Hardware Co., Ltd., 
Montreal, Canada, has announced that on 
Jan. 1, the whole interest of the late James 
Walker, was purchased by the remaining 
shareholders of the company. There are 
other changes in the company. 

Officers of the company are F. Max 
Hill, president; D. S. Walker, vice-presi- 
dent, and F. H. Malone, secretary. 





E. C. Atkins Twenty Year Club 
Entertained by Executives 


The officials of E. C. Atkins & Co., 
Indianapolis, Ind., were hosts at a dinner 
on Jan. 14 to the Atkins Pioneers, the com- 
pany’s Twenty Year Club. The dinner was 
held in the Roof Garden of the Hotel 
Severin, Indianapolis. 

The club was organized in 1906 with 
62 members who had served the company 
for 20 years or more. At the present time 
it has a membership of 228, of which 43 
are active charter members. 

The dinner was a great success, talks 
being given by the club’s honorary presi- 
dent, H. C. Atkins, president of E. C. 
Atkins & Co.; William J. Strack, presi- 
dent of the club; C. A. Newport, secre- 
tary, and W. A. Atkins, general factory 
director of the company. 

The newly elected officers of Atkins Pio- 
neers are: Honorary president, H. C. 
Atkins; president, W. J. Strack; vice- 
president, Raymond Mock; honorary treas- 
urer, C. F. Aumann; treasurer, J. Wilde; 
secretary, C. A. Newport, and assistant 
secretary, W. A. Weaver. 





Becker-Schoonmaker Co. Are 
Representatives to Jobbers 


Becker-Schoonmaker Co. has recently 
been organized as representatives to job- 
bers, with offices at 280 Broadway, New 
York City, and 1865 Twenty-seventh 
Street, Milwaukee, Wis. This firm spe- 
cializes in automotive tools and replace- 
ment parts, covering Eastern States, Michi- 
gan, Indiana, Illinois and Wisconsin. 





Ohio Izaak Walton League 
Elects Pflueger President 


Ohio sportsmen recently honored J. E. 
Pflueger, vice-president of the Enterprise 
Mfg. Co., Akron, Ohio, manufacturer of 
“Pflueger” fishing tackle, by electing him 
to the presidency of the Izaak Walton 
League of Ohio. Mr. Pflueger has been 
an ardent advocate of rigid fish and game 
law enforcement and conservation. His 
election to the presidency was unanimous. 





. New Officers Elected by 
Baylis Fishing Rod Co. 


The Baylis Fishing Rod Co., West 
Haven, Conn., has been completely re- 
organized. The new officers, which were 
recently elected, are: W. A. Clark, presi- 
dent; C. W. Bevier, vice-president; Har- 
wood I. Turner, secretary ; Frank H. Smith, 
treasurer, and M. O. Erving, assistant sec- 
retary and treasurer. The company is now 
located in new quarters and is offering to 
dealers a new catalog. 





John S. Philbrock Dies 


John S. Philbrock, who for 61 years was 
in the employ of Smith & Wesson, Spring- 
field, Mass., died recently in a local hos- 
pital at the age of 83. Mr. Smith went 
to work for the company in 1866 and had 
been with them ever since. He was wide- 
ly known as a craftsman in making re- 
volver stocks. 
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Leipzig Spring Fair Promises to 
Exceed Previous Records 


More than 2000 buyers and exhibitors 
from all parts of the United States will 
take part in the Leipzig. Spring Fair to 
be held from March 4 to 10, 1928. Fully 
10,000 exhibits of the latest industrial 
products from more than twenty coun- 
tries will be on view, while the fair will 
be attended by upward of 250,000 buyers 
from forty-four countries. 

A new hall, twice the size of the Madi- 


son Square Garden in New York City, : 


has been built to house the special automo- 
bile exhibit of commercial cars. For in- 
formation concerning the Fair, address 
The Leipzig Trade Fair, Inc., 630 Fifth 
Avenue, New York City. 





Black & Decker Mfg. Co. Buys 
Van Dorn Electric Tool Co, 


It has been announced that the Black 
& Decker Mfg. Co., Towson, Md., has 
purchased the Van Dorn Electric Tool Co., 
Cleveland, Ohio. The purchase price has 
not been mentioned, but it is understood 
that the assets of the combined companies 
will total $6,000,000. There will be no 
change in personnel or general activities 
of the two companies. 

Franklin Schneider will continue to act 
as president of the Van Dorn company. 


Aluminum Goods Mfg. Co. Holds 
Annual Sales Meeting 


During the past month the Aluminum 
Goods Mfg. Co., with general offices at 
Manitowoc, Wis., has had all of its sales- 
men at the plant for the annual discussion 
and planning of the year’s activities. There 
was a great deal of detailed discussion on 
numerous matters but the keynote of the 
sales meeting was “In 1928 Sell Better 
Aluminum.” 


W. W. McAllister, Secretary, 
Mt. States Assn., Resigns 


W. W. McAllister has resigned as sec- 
retary of the Mountain States Hardware 
Association. Mr. McAllister has been the 
secretary of this association for nine years. 
A change in business activities necessitated 
his resignation, which will be acted upon 
at the next meeting of the board of di- 
rectors. 





Sage Heads Atlas Tack Corp. 


N. McE. Sage, of the Raytheon Co., 
Cambridge, Mass., has been elected to the 
presidency of the Atlas Tack Corp., Fair- 
haven, Mass., to succeed W. E. Maxson, 
who resigned. 


The 4th Edition Issued of 
True Temper Garden Book 
The American Fork & Hoe Co., Cleve- 


land, Ohio, recently issued the fourth edi- 
tion of its interesting and valuable 56-page 





True Temper Garden Book. Retail deal- 
ers throughout the country have helped 
distribute over 200,000 copies of this book, 
which carefully explains and _ illustrates 
every step in gardening. 





F. S. Bidwell Passes Away 


F. S. Bidwell, president of The F. S. 
Bidwell Co., Windsor Locks, Conn., 
passed away on Jan. 5, after a long illness. 

Mr. Bidwell was born in Hartford, 
Conn., and at the age of 16, entered the 
employ of the T. Pease & Sons Lumber 
Co., Thompsonville, Conn. In 1875 he 
was placed in charge of this company’s 
branch at Windsor Locks. He purchased 
this branch in 1888 and later formed a 
partnership with J. DeF. Phelps. Soon 
after, his son, F. S. Bidwell, Jr., was 
added to the firm. 


Devoe & Raynolds Co. Honors 
G. H. Phillips, Vice-President 


George H. Phillips, vice-president and 
manager of the Artists’ Material Depart- 
ment, Devoe & Raynolds Co., Inc., New 
York City, was presented with a diamond 
stud set on Jan. 7 as a service reward for 
having served 53 years with the company. 

Mr. Phillips is the oldest member in the 
Devoe & Raynolds organization still active. 





GEO. H. PHILLIPS 


His predecessors started this department 
in a very small way, and he has developed 
it to a point where the company ranks as 
one of the largest makers and distributors 
of art materials in the United States. Mr. 
Phillips received the congratulations from 
hundreds of his friends in the trade. 


James D. Tew in Charge of 
All Goodrich Rubber Sales 


James D. Tew, first vice-president of 
the B. F. Goodrich Rubber Co., Akron, 
Ohio, has been placed in charge of all 
sales divisions of the company. Mr. Tew’s 
title will be “First Vice-President and 
General Sales Manager.” 





T. M. Girdler, President, 
Jones & Laughlin Steel Corp. 


At a recent meeting of the board of 
directors of the Jones & Laughlin Steel 
Corp., Pittsburgh, Pa., T. M. Girdler was 
elected to the presidency of the company. 
At the same meeting W. J. Creighton was 
made a vice-president and director of the 
company, and W. C. Robinson a director. 

The new president has been with the 
company since 1914. Two years ago he 
was elected vice-president in charge of 
operations and was made a member of the 
executive committee. 


Mansfield Tire Appoints 


The Mansfield Tire & Rubber Co., Mans- 
field, Ohio, has appointed Miller Bros. 
Hardware Co., Richmond, Ind., as dis- 
tributors of its line in that territory. 


Peters Cartridge Co. Elects 
Col. G. G. King President 


Col. George G. King has been elected 
president of the Peters Cartridge Co., 
Cincinnati, Ohio. He succeeds W. E. 
Keplinger, who recently resigned. 

Colonel King has been identified with 
the company since its organization, and for 
a number of years has been works man- 
ager and a member of the board of 
directors. 


Ralph Day General Manager 
Bridgeport Brass Co. 


Ralph Day, manager of the Hastings, 
N. Y., plant of the American Brass Co., 
has been appointed general manager of the 
Bridgeport Brass Co., Bridgeport, Conn., 
to succeed Robert T. Kent, who resigned. 
Mr. Day has been associated with the 
American Brass Co. for 22 years, and be- 
fore going to the Hastings plant, about 
five years ago, was in charge of the com- 
pany’s Waterbury, Conn., branch. 

Carl F. Dietz, president of the Bridge- 
port Brass Co., has resigned, but his suc- 
cessor has not yet -been chosen. 


Willard Brown Dies 


Willard Brown, chief engineer of the 
Bourne-Fuller Co., Cleveland, Ohio, died 
recently after an illness of several weeks. 
He had been in poor health for two years. 
He was born in Newark, N. J., and was 
graduated from the Stevens Institute of 
Technology, Hoboken, N. J., in 1895, as 
a mechanical engineer. From 1896 ‘to 1898 
he served as assistant mechanical engineer 
for the King Bridge Co., Cleveland, and 
the next year as a draftsman for the 
Lorain Steel Co. In 1899 he became as- 
sistant chief engineer of the Dominion 
Iron & Steel Co., Sydney, N. S., and two 
years later was made superintendent of 
construction for the Colorado Fuel & Iron 


Co., Pueblo, Colo. 








54 HARDWARE AGE for JANUARY 26, 1928 





Deep Throated Brownie Clamps 


Brownie Mfg. Co., Fort Wayne, Ind., 
has added two new Brownie Clamps to its 
line of hardware specialties. They are 
known as Brownie No. 48 and Brownie 
No. 22. 

Both these clamps have the deep throats 
which are in demand by machinists and 





BROWNIE N°48 





pattern makers. They have a long reach 
which makes them adjustable for many 
purposes. The No. 22 is extra heavy, its 
weight being slightly over 2 lb. The 
body of this and the No. 48 clamp are 
specially reinforced to withstand strong 





\ } 


BROWNIE N°22 





pressure in tightening. Both have a bright, 
natural finish. The steel screws have been 
designed to eliminate sticking and binding, 
and have a one piece flat head which as- 
sures a handy finger grip. 

The No. 22 Brownie is packed six to a 
box and the No. 48 Brownie is packed 12 
to a box. 


Pheoll Catalog for 1928 


The Pheoll Manufacturing Co., 5700 
Roosevelt Road, Chicago, IIl., has just is- 
sued its 1928 catalog, devoted to the 
screws, bolts, rivets and nuts which the 
company manufactures. "The book is well 
bound, thumb-indexed, and illustrated in 
color. One feature is the reference ta- 
bles, which include the American Stand- 
ard Screw Threads and recently adopted 
standard dimensions and tolerances for 
screws, bolts, nuts and rivets. 





Milburn Torch Type R1 


The Alexander Milburn Co., Baltimore, 
Md., has recently developed a new light 
weight torch which cuts or welds with a 
mere exchange of tips. This torch, known 
as the Milburn Type R1, has all the im- 
portant features of the Milburn Combina- 
tion cutting and welding torch, type N1. 








The Milburn Type R1 will operate on 
either oxygen or acetylene, oxygen and 
hydrogen, or other gases. It is light, 
weighing only 40 oz. Some important 
features of this torch are: two gas tubes 
made of stainless steel; the high pressure 
cutting oxygen thumb button which re- 
mains. either open or closed without sus- 
tained pressure from the thumb; forged 





bronze torch head and valves; all valves 
are readily accessible and the advantage of 
being able to put the nose of the torch into 
the molten metal and yet have it work on 
just the same. 


Perfection Stoves in Color 


The Perfection Stove Co., Cleveland, 
Ohio, is manufacturing a new line of oil 
and pressure-gas stoves, the feature being 


the “Perfectolac,”’ lacquer finish which 
predominates. This new finish is used on 
all stoves except the complete ranges 


which are full porcelain enameled and a 
few models on which satin-black japan 
finish has been retained. The colors used 
in “Perfectolac” finish are light shades of 
gray. 

The stove illustrated has the cooking 





top and chimney burners of dove-gray 
porcelain enamel. The body and legs have 
the new lacquer finish. The cabinet is of 
white porcelain with silver gray “Perfecto- 
lac” end panels. Stoves. of this style and 
finish are made in two, three, four and 
five burner sizes. 

This new line also includes several other 
styles of ranges and stoves. Similar colors 
and finish are used on the company’s gaso- 
line pressure stoves known as Puritan 
Pressure-Gas Stoves. 


“Gold Medal” Catalog Issued 


An attractive 24 page catalog, printed 
in colors, is being distributed by the Gold 
Medal Camp Furniture Manufacturing 
Co., Racine, Wis. The booklet describes 
and illustrates the entire “Gold Medal” 
line of folding camp and home furniture 
to which several new items have been 
added this season. 














New Rabbet and Router Plane 


Something new in mechanics’ tools is 
being offered the hardware trade by the 
Illinois Stamping & Manufacturing Co., 
220 N. Jefferson Street, Chicago, IIl., in 
its “Up-to-date” rabbet and router plane. 
This tool is particularly adaptable in set- 





ting hinges and lock-sets. It is equipped 
with an adjustable gage which permits 
extreme accuracy in both the width and 
depth of the insert base. The gage may 
also be used as a square. 

It is stated by the manufacturer that in 
use as a rabbet plane the tool will reach 
into ordinarily inaccessible corners. The 
weight of the tool is 12 oz. 


New Air Rifle Shot Package 


The American Ball Co., 3104 Snelling 
Avenue, Minneapolis, Minn., has improved 
the appearance of its nickel tube of Bulls 
Eye Steel Air Rifle Shot. The main body 
of the tube is now covered with a bright 
orange paper and the cap with blue paper. 
This ,nickel tube contains about 160 accu- 
rate steel pellets and weighs 2% oz. One 
hundred tubes are packed to a case. 

In addition to this tube, the company is 
manufacturing two larger tubes, designed 
to sell at a higher retail price. They are 
covered with Kraft colored paper. 





The company is also distributing free 
targets to dealers and to boys on request, 
with an idea of stimulating and encourag- 
ing air rifle shooting and shooting contests. 

















(Washington office of HaRDWARE AGE) 

Pointed to as the largest in the field, the 
National Retail Hardware Association, 
with 22,000 members, is given compli- 
mentary notice in the recently issued 
“Trade Association Activities.’ The book, 
published by the Department of Com- 
merce, says that this hardware association 
represents hardware merchants in prob- 
lems connected with simplification and 
standardization and trade relations with 
wholesalers and manufacturing groups and 
has worked out cost accounting and other 
problems connected with the operation of 
retail hardware stores. 

“One of its most interesting undertak- 
ings was that of securing revisions of 
school textbooks relating to various types 
of retail transactions,” it is declared. “The 
association employed several well qualified 
individuals to make a review of textbooks 
and to rewrite the problems in which false 
assumptions were made. The publishers 
and authors were approached and in most 
cases showed readiness to accept the pro- 
posed changes in subsequent editions. The 
effort was carried still further by under- 
taking a similar study of the teaching ma- 
terial used in normal schools to diminish 
popular misconceptions as to the profits of 
retailers.” 

In its comment on retailers’ association 
in general, the book stated that they have 
improved methods of retail store operation, 
including the elimination of waste from 
“dead” inventories. Through their devel- 
opment of standardized cost accounting 
methods and forms they are credited with 
enabling members to simplify their book: 
keeping. They also aid, it is pointed out, 
in the promotion of the use of accurate 
weights and measures. 

The number of associations gathering 
stastistics at the present time is declared 
to amount to well over 100. The associa- 
tions issuing statistics are made up mostly 
of manufacturers, while the associations 
covering distributing trades do not, in gen- 
eral, issue statistics. Many associations, 
it is pointed out, collect statistical data only 
once a year, either as the basis of their 
annual ‘dues or as a general survey of the 
industry. The statistical activities of still 
other associations are confined to the is- 
suance to their members of bulletins con- 
taining compilations of statistical data col- 
lected through other sources, such as gov- 
ernment departments or trade papers. 





A trade practice conference for manu- 
facturers of mops will be held by the Fed- 
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Washington News Letter 


Department of Commerce Comp’iment N. R. H. A.—Mop Standardization 
Conference—Rep. Kelly Comments of Price Standardization Bill—Steel 


Defined for Advertising Purposes. 


By L. W. Moffett 


eral Trade Commission Feb. 1 in Cincin- | ble quality and value as bait to deceive the 


nati. It is expected efforts will be di- 
rected toward standardizing the branding 
or marking of mops. Certain deceptive 
practices regarding such markings are said 
to exist, according to the Commission, and 
these will likely form part of the discus- 
sions at the conference. Commissioner 
Garland S. Ferguson, Jr., will represent 
the Commission and will be assisted by 
Stephen Van Fleet, assistant director of 
trade practice conferences. 


Representative M. Clyde Kelly of Penn- 
sylvania recently delivered an address in 
the House of Representatives on the price 
standardization bill which he has intro- 
duced. The same bill has been introduced 
in the Senate by Senator Capper of Kan- 
sas. It is proposed, Mr. Kelly told the 
House, to permit the producer of a stand- 
ard, trade-marked, identified, guaranteed 
article to enter into a contract with his 
distributers that his product shall be sold 
at a specified price. The producer who 
makes such a contract shall be in competi- 
tion with other producers of the same class 
of goods and there shall be no agreement 
between producers, nor between whole- 
salers, nor between retailers as to sale or 
resale price. The revised bill as introduced 
provides that any such contract, shall be 
deemed to have the implied condition that 
the goods may be sold for less than the 
specified price under reasonable contingen- 
cies, such as the distributer going out of 
business, the deterioration of the goods, or 
the conduct of the business by receiver, 
trustee, or other court officer. This provi- 
sion is permissive, not mandatory. The 
contract would only be entered into by the 
producers who wish to protect their prod- 
ucts against manipulation of prices and by 
the distributers who believe such a policy 
to be beneficial. It will not be used for 
marketing goods of quickly changing fash- 
ion or seasonal value. It cannot be used 
for marketing bulk or unidentified mer- 
chandise. The reason of the proposal, Mr. 
Kelly stated, is to meet what he termed 
the grave evils caused by “predatory price 
cutting on standard, identified goods, a 
system which has grown up because of 
Supreme Court decisions in the past 16 
years, largely through cases brought be- 
fore it by department store firms and chain 
store proprietors. We simply propose to 
prevent dealers who will not rely on their 
own good will and reputation from using 
publicly approved, identified goods of sta- 





public into believing that all articles sold 
by them are at similar bargain rates and 
savings.” 

Representative Kelly said that the Sher- 
man and Clayton anti-trust laws were 
passed to prevent restraints of trade caused 
by the price cutting tactics of would-be 
monopolists and declared that it is strange 
to see those same laws now being used to 
provide safe shelters “for piratical price 
cutters in building monopolistic retailing 
agencies.” Today, he said, the most men- 
acing sign on the business horizon is the 
monopoly tendencies in the field of distri- 
bution. These would be stopped, he as- 
serted, if the bill were enacted. He wanted 
to know if it is a conicidence merely that 
chain stores have grown like mushrooms 
only since the Supreme Court “put into 
their hands the greatest weapon known to 
monopoly cut-throat price cutting on stand- 
ard goods.” But a greater menace to the 
independent business men, Mr. Kelly said, 
is the chain department store. He asserted 
that it is utterly ridiculous to argue that 
if Congress adopts the price-maintenance 
contract provision the little independent re- 
tailer will become only a manufacturer’s 
agent. 

“The one price to all policy means more 
competition, but it sees to it that it is fair 
competition,” declared Mr. Kelly. “It is 
competition in quality and individuality. 
The maker puts his own name and guar- 
antee behind his product and names his 
price competitively. He makes his appeal 
direct to the public in keen competition with 
other producers. There is no price jockey- 
ing, no price juggling in the retail market 
to deceive and dupe the public. There is 
increased true competition between makers 
bidding honestly for public favor. 

“Price maintenance on standard articles 
in a competitive field cannot lead to profit- 
eering prices. If the maker fixes his price 
too high he does it at peril of building up 
business for his competitors.” 


,* “ 
’ 


Advertising as “solid stee cast steel,” 
“semi-steel,” or “converted steel,” products 
made of a metal or metals other than steel 
will be discontinued by a seller of hard- 
ware products, according to a stipulation 
agreement entered into by the company 
and the Federal Trade Commission. 
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General Market News 








Hardware Trade in Healthy 
Condition Say Early Reports: 


NEw YoRK, Jan. 25.—The hardware trade throughout the coun- 
try gives indication of a healthy condition as far as early reports 
go. While in a few sections trade is somewhat spotty, jobbers are, 
generally speaking, getting off to a good start in the year’s busi- 
ness. Retail trade is less active than the dealers had hoped for, 
but improvement is looked for in the immediate future. 

Prices are very firm and in some cases the trend is decidedly 
upward. Jobbers’ stocks are in excellent condition. 

Collections on the average are fairly satisfactory. 





Competitive Ball Pein Hammer 
Line Made by Maydole 


The David Maydole Hammer Co., Nor- 
wich, N. Y., has introduced a competitive 
grade of open hearth, drop forged ball 
pein hammers which will bear the trade 
name “Norwich.” The line has five num- 
bers, including weights from 12 ounces 
to 32 ounces, without handles. List prices 
per dozen unhandled are: 12 ounce, $13.25; 
16 ounce, $13.75; 20 ounce, $14.75; 24 
ounce, $16.00, and 32 ounce, $18.25. Price 
sheets on this line were distributed Jan. 18, 
1928. 

The company has been identified with 
the manufacture of high grade hammers 
for 84 years and in announcing the new 
“Norwich” line states: “Recognizing that 
there is a considerable portion of the ham- 
mer market, that will always be influenced 
by price, many of our distributers have 
urged us to offer a line of hammers to 
meet directly this competition.” 

The new line was introduced only after 
the proper development of raw material 
sources and production facilities which 
would enable the company to manufacture 
a satisfactory quality product at a popular 
price. 





Dollar’s Buying Power 105.1c, 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced Jan. 15, that the previous week’s 
prices, based on Dun’s quotations, aver- 
aged 95.1 per cent of the 1926 level. The 
purchasing power of the dollar was 105.1c. 
on a 1926 basis of 100c. reports the Jour- 
nal of Commerce. 

Crump’s index for the week on the re- 
vised 1926 level was 94.4. 

The Italian index on the revised 1926 
level for the week ended Jan. 7 was 74.5. 





New Linseed Oil Prices 
Effective Jan. 19 


National Lead Co., New York City, has 
announced the following linseed oil prices 
effective Jan. 19. In lots of less than. 5 





bbl., 10.8 cents per pound; in lots of 5 bbl. 
or more, 10.4 cents per pound, Calcutta lin- 
seed oil in bbl., 15.9 cents per pound. The 
first two prices show a slight advance since 
the last price list was issued. 

Boiled oil is 4/10 cents extra per pound, 
double boiled oil is 5/10 cents extra per 
pound and oil in half barrel lots is 7/10 
cents per pound. 


Building Figures Show Only 
Slight Decline From 1926 


F. W. Dodge Corporation of New York 
City prepared a set of figures last week, 
which showed that the building construc- 
tion for the entire country in 1927 was 
estimated at more than $6,800,000,000. 
This was a drop of only 3 per cent from 
1926. Contracts let on new building and 
engineering work were only 1 per cent less 
than last year. It has been predicted that 
1928 will compare favorably with last 
year and if this prediction is fulfilled, will 
exert a very favorable influence on the 
entire economic structure of the country. 





Commercial Failures Show 
Decrease 


There is an improvement in the record 
of failures in the United States for the 
week ending Jan. 21, a total of 606 being 
reported to R. G. Dun & Co. This is 22 
less than the number for the previous week 
and is six below the 612 defaults of a 
year ago. 

Bradstreet’s reports 580 failures for the 
week in the United States, as compared 
with 501 for the previous week and 583, 
507, 528, 491 for the corresponding weeks 
1927 to 1924. The New England States 
had 49, Middle 162, Western 139, North- 
western 41, Southern 140, Far Western 49. 
Canada had 46 defaults for the week, 
against 61 for the preceding week. In the 
United States about 74.3 per cent of the 
concerns failing had $5,000 capital or less, 
and 17.7 per cent had from $5,000 to 
$20,000 capital. 





Index for Farm Prices Higher 
Than Year Ago 


A farm price index is reported by the 
Department of Agriculture for Dec. 15. 
While 10 points higher than on Dec. 15, 
1926, this figure shows no change from 
the Nov. 15, 1927, average. The report on 
farm prices follows in full text: 

The general average of farm prices on 
Dec. 15 at 137 was the same as on Nov. 15 
and 10 points higher than a year ago. 
Most of the commodities included in the 
index showed moderate price increases, but 
they were almost entirely offset by a de- 
cline in the prices of cotton and the sea- 
sonal decline in hogs. Most of the com- 
modities are now above last year’s prices, 
the exceptions being wheat, hay, potatoes, 
hogs, eggs and chickens. 

Since Dec. 15 wheat prices have not 
changed materiaily. Rye, corn and oats 
prices have receded somewhat, and so have 
prices of lambs, chickens and eggs, while 
cotton, hogs, and cattle prices have ad- 
vanced. It is, therefore, likely that the 
level of farm prices on Jan. 15 will not be 
materially different from that of the past 
three months. Beyond January the offset- 
ting movements of seasonally lower dairy 
and poultry prices against higher live- 
stock, fruit and vegetable prices will tend 
to maintain the present level of farm 
prices. 

At the wholesale markets agricultural 
prices in December averaged lower than 
in November and were responsible for a 
slight decline in the general commodity 
price index. Nonagricultural prices showed 
declines in textile products and building 
materials with offsetting advances in 
prices of fuels and metals. With nonagri- 
cultural prices at 151 per cent of their pre- 
war average, the decline in farm prices 
from 139 in October to 137 in December 
has reduced the relative exchange value of 
composite unit of farm products from 92 
to 91, compared with 80 a year ago. 


Freight Loadings Advance in 
Week, Below Last Year 


Loading of revenue freight for the week 
ended Jan. 7 totaled 754,062 cars, accord- 
ing to the American Railway Association. 
This was an increase of 74,462 above the 
preceding week, which included the Christ- 
mas holiday, with increases in the total 
loadings of all commodities. 

The total for the week of Jan. 7 was, 
however, a decrease of 179,828 cars under 
the same week in 1927, while it also was 
a decrease of 153,560 cars compared with 
the corresponding week two years ago. 

All districts reported decreases in the 
total loading of all commodities .compared 
with the corresponding periods in 1927 
and 1926. 
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Chicago Buying Slightly Ahead of Last Year 


—Some Price Advances Predicted 








Additional Price Changes as Reported by Chicago Jobbers 


Cotton Waste—White cotton waste has advanced as much as 3 cents per pound on some 
grades. At the same time there has been a slight decline on colored waste. 








(Chicago office of HARDWARE AGE) 


CHICAGO, Jan. 24.—The hardware business is rapidly reaching a 
normal volume after the interruption of inventory taking. Jobbers 
report that the movement of merchandise is slightly better than at 
this same time last year and is made up of both immediate replace- 
ment orders for staples and future orders for spring and summer 


merchandise. 


Prices are showing a renewed firmness with the resumption of 
buying, although there are no actual changes to be reported this 
week. However, advances in the near future are predicted on job- 
bers’ prices on such staple items as builders’ hardware, sash cord, 
copper rivets and other similar lines. 

The marked improvement which has featured the steel industry 


in the Chicago district since the first of the year continues. 


Imple- 


ment makers are continuing their activities on about the same level, 
and in addition automobile manufacturers and the railroads are 
increasing their buying with the result that the mills are now oper- 
ating at about 80 per cent of capacity and a good volume of un- 


filled orders is piling up. 


Building operations are falling somewhat below January of last 
year, although there is a slight improvement to be noted. Materials 


are in fairly good demand. 





AUTOMOBILE ACCESSORIES.—The 
demand is holding good for this season 
of the year. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c, each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box lirfe, 53c. each; A. C., 53c. each;, 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.—Appleton, No. 3280, 
each 


stocks, 


Chains.—Non-skid, dozen pair lots, 
85 per cent discount. 
Jacks.—National Standard, No. 21, 
$1.30 each. 
14% = in, 


Pumps.—Rose, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cords, $6.10 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
3%, $1.45 each. 


AXES.—Sales are seasonably good 
with a very satisfactory demand for 
the high-grade axes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled, at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled, at $24.50 per doz. 


BOLTS AND NUTS.—The demand for 
the new year starts off very well. 


cylinder, 


We quote from jobbers’ stocks, 
f.o.b. hicago: Carriage bolts, cut 
thread, 60 per cent discount; small 


earriage bolts, rolled thread, 60-10 





per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine boits, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Makers 
have advanced prices on steel sets 50 
cents per dozen, but jobbers’ prices are 
unchanged as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots, less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per dozen: pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—The demand is holding up 
well and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof cow 
chains, $8.50 per 100 lb. Tensco Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-44% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.— 
Prices are unchanged and sales are 


satisfactory. 
We SHete from jobbers’ stocks, 
f.o.b. hicago: Copper rivets and 
burrs, 40-5 per cent discount. 





ELECTRICAL MERCHANDISE.—The 
demand is rather light at this time. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No, 14 rubber covered wire, $€@ 
per 1000 ft.; in less than 1000 ft. 
lots, $6.50; No. 18 lamp cords, $12.50 
per 1000 ft.; in 1000 ft. lots, $12; 
4%-in. brush brass key sockets, 154c. 


each; two-way plugs, 45c. each, in 
lots of 10, 40c. each; two-piece at- 
tachment plugs, 7c. each; dry cells, 
boxes of 50, 32%c. each; less than 


case lots, 36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75. Per- 
colator, Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3.40 each; No. 770, 
packages of 5, $3.17; No. 772, $2.63 
each; packages of 5, $2.44; No. 486, 
$333 each; No, 486, packages of 5, 


Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FILES.—The demand is normhl for this 
season of the year. There is no change 
in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list; Black Diamond files, 
50 per cent off list. 


GALVANIZED WARE.—The year 
starts with a good movement, indicat- 
ing dealers’ stocks of staples require 
replenishing. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, ; No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal., $4 per 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 

1 bu. galvanized baskets, $6.20 doz.; 
No. 26, baled, % bu. galvanized 
measures, $4.50. 


GLASS AND PUTTY.—The demand 
is seasonally quiet. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 1lb.; commercial, $3.50 
per 100 Ib. 

GLASS SUBSTITUTES.—Early spring 
months are the best for sales. Noth- 
ing new on prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 8 


ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


HANDLED HAMMERS AND HATCH- 
ETS.—Sales are quiet, except lower 
grades show some activity. No recent 
price changes. 
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HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Cnicago: rirst quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; frst 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. Z 
shingling, $8 doz.; -medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—It 
still too early for the development 
any considerable sales volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
$2.40 per doz.; 4% ft., $2.70 per doz.; 
XX 4 ft., $3.90 per doz.; 4% ft., $4.20 
per doz.; ash fork handies, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent, with strap, ter- 
rule and cap, X 4 ft., $4.90 per doz.; 
4% ft., $5.25 per doz.; XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork handles, plain, X 4 ft., 
3.05 ox doz.: 4% ft., $3.40 prt Sag 

X 4 ft., $4. 65 per doz.: =. 4 $5 
per doz.; bent manure fork ioe 
with strap, ferrule and cap, X 4% ft., 
$5.25 per doz.; XX 4 ft., $6.65 per 
doz.; 4% ft., ae per doz.; garden 
hoe handles, 4% ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, 5% f ft., $3.55 per doz.; 
XX 5% ., $5.65 per doz.; shovel 
poptiee, regular Certo, x $4 ft., 
$4.24 per doz.; XX 4% he 45.95 pe per 
doz.; D Soe Ss handles, X 
doz.; ¢ 4. doz.; wood . 
spade ae ag per doz.; D 

ovel handles, D. L. top, $4.45 

0. 


per doz.; Sturd- 5 ton ets 


is 
of 


HANDLES, TOOL.—There is a slight 
improvement in sales. Prices are un- 


changes. 
os : from jobbers’ stocks, 
my Chica: 
Ax Handies.—No. 1 hickory, ~ $4 
doz.; No. $3 doz.; second growth 


hickory, $5 ’doz.: finest selected sec- 
ond growth, hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers’ prices may be ad- 
vanced in the near future. Sales are 


es gp 

~ ane from jobbers’ stocks, 
Pg oy Ee Heavy strap hinges 
in bundies 4 in., 85c.; 5 in., $1.16; 6 
in., $1.40; 8 in., #2. 25; 10 in., $3.62 per 
doz. <a. extra heavy T ‘hinges, in 
bundles, 4 in., rt 5 far $1.49; 6 in 
lal 8 in., "$2.55 ; 10 in., $4.10 per 
oz. 


HOCKEY STICKS.—The demand 
oneany large. 
quote from jobbers’ stocks, 
PI og Chi mage: Boys’ Hockey stick, 
$2 dozen.; Youth’s Hockey stick, $4 
doz.; College Hockey stick, 58.25 
doz.; Professional Hockey stick, $20 
doz.; practice oye mn 25 doz.; of- 
ficial pucks, $3.50 d 


ICE CREAM FREEZERS.—A fair 


volume of orers for later delivery 
developing. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. hicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 at., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list: 15 at, 
ret} list; 20 qt., 20 list; 25 qt. 
42.60 list. Arctic, a: #4 list; 2 at., 
$4.60 list; 3 qt., $5.45 4 at. $6.80 
list; 6 qt., $8. 66 fist: 3 ae $11 10 list. 
All the above less 50 per cent dis- 
count. _— 1 at., $2. +4 oe 2 at., 
$3.45 list; $4.10 list bt $5 
list; 6 qt., se " om 8 a list; 
10 at., 10. 5 list; 12 qt., st list 15 
at., $17 list; 20 , $21.50 list. A dis- 
count of 20 an ah per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 74 
at., — $18 per doz. Above prices 
are ne 


is 





ICE SKATES.—The demand continues 
good and jobbers’ stocks are still ade- 


quate. 

We quote from jobbers’ stocks, 
f.o.b. Cnicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Ciamp, Rocker, 
women’s and girls’, $1 pair; Key 
Clamp, hockey, men’s and _ boys’, 
$1.20 pair. Half Key Clamp, hockey, 
womens and girls’, $1.40 pair. Tu- 
bular skates, men’s or women's, 
racer or hockey, $5.50 pair. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—While the season’s sales 
were somewhat slow in starting, the 
demand is now holding up exceptional- 
ly well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 4 
qt., $8 each; No, 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—A very satisfactory volume 
of orders is being received, considering 
the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: lLec.l. quantities com- 
mon wire and cement coated nails, 
current Le.l. stock orders, $3.00 per 
keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—Turpentine ad- 
vances 4 cents. Other prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 86c. 
per gal.; 5 barrel lots, 83c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
~ per gal.; 5 barrel lots, 86c. per 
ga 


Denatured .Aicohol. — Barrel lots, 
5814c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum lots, 73c. per 
gal. net. 

White Lead. em Ib. lots, $13.25; 50 
Ib. lots, $6.75; 25 lb. lots, $3.40; 12% 
Ib. lots, IS 

Shellac.—(4% Ib. onte). white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian 7 —In barrels, 
$3.50 to $6.75 per 100 1 

Dry Paste.—Barrel en T%ec. per 


PREPARED ROOFING.—A good vol- 
ume of business is being placed at the 
present low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best grade tale surfaced, 
$2.05 per square; medium talc sur- 
faced, $1.05 per square; light talc 
surfaced, 85c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are 
good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 = No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie piatee. —No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Bote cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz 

Utility Pans. yale. 231, “$8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Recently reduced prices on 
Manila are expected to help spring 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 22c. to 24c. per Ib.; No. 2 
Manila, 2ic. per Ib.; No. 1 Sisal, 
14%c. to 16c. per Ib.; No. 2 Sisal, 
13%4c. to lic. per Ib. 


SAWS.—Sales are light and prices 
— no change. 
= from jobbers’ stocks, 
cane Chicago: Circular cord wood, 
24 in., $3 to $4.50: 26 in., $3. 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 
SASH CORD.—Prices are unchanged 


very 


4 cup, 





but there are predictions of an ad- 


vance. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—The demand 
seasonal and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—The demand is good and 
the recently advanced prices are being 


well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: (New lists Jan. 3, 
1928) Flat head bright screws, 50-10 
per cent; round head, blued, 45-10 
per cent; flat head, brass, 45-10 per 
cent; round head, brass, 40-10 per 
cent. 


SKIS.—There is a continued heavy 
seasonal demand stimulated by interest 


in various ski meets. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 5 ft, Norway Pine 
skis, $1.05 per pair; 5 ft. mahogany 
finish Magnolia skis, $1.60 per pair; 
5 e. Northern White Ash, $1.85 per 
pair. 


SOLDER AND BABBITT.—Prices are 
somewhat firmer as sales show a slight 


picking up. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $39.60 Fgh 100 Ib.; medium 45-55 
solder, $35.60 per 100 ib.; tinners 40- 
60 solder, $32.1 15 per 100 lb.; high 
speed babbitt metal, $20 per 100 lb.; 
standard No. 4 babbitt Tpeial, $13 
per 100 Ib. 


STEEL SHEETS.—The market 


is 


gradually assuming strength. although 
there is no actual change to be re- 


ported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb.; 28 gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—Prices are firm except for 


competition grades. 


—_ in well. 

uote from jobbers’ stocks, 
a. Chicago: 28 gage, 6 in., Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in., 
Corrugated Elbows, $1.45 ; 
17 in. Galvanized Coal Hods, $4.85 
er doz.; 17 in. Competition Coal 
ods, $4.35 per 


Fall orders are 


WIRE PRODUCTS.—There is a steady 


increase in buying. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.20 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3. 65 per 100 Ib.; 
catch tage org spools galvanized cattle 
or hog wire, $3.70 per 100 lb.  Pol- 
ished fence staples, $3.45 per 100 Ib. 
Wire cloth, black, 12-mesh, $1.85 pee 
100 sq. ft.; galvanized, 12-mesh, $ 
per 100 sq. ft.; bronze, 14-mesh, $5.60 
per 100 sq. ft. Galvanized poultry 
netting: Galvanized before made, 60 
per cent discount; galvanized after 
made, 50-10 per cent discount. 


WRENCHES.—Prices are unchanged 


and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70-10 per cent discount; 
Trimo, = 5 per cent discount. 

snee-< Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $8.80; No. 
404, Flexible Socket Set, $8.80; No. 
608, Crankcase Drain Plug Socket, 

3.20; No. 90 Square Socket Set 
$3.70; No. 1817, Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. 
All Snap-on Wrenches less 33% per 
cent discount. 
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New England Retail Business Is Spotty 
but Jobbers Are Doing Remarkably Well 


BOSTON, Jan. 24.—Reports from New England retail hardware 
dealers the past week clearly indicate spotty business. 
New England snows have been experienced and retailers are begin- 
ning to move such goods as sleds, skis, shovels. 
have been able to go to work and as a result there is a better call 
for rope, chain, axes and similar merchandise. 
has been experienced in Massachusetts, Connecticut and Rhode 
Island, however, and winter merchandise has sold very slowly. 
That fact is reflected in rather slow collections. 
the small retail dealer appears to be getting along fairly well, but 
the large fellow almost without exception reports business as dull. 

In contrast, jobbers here are doing very well. 
average order received by them is small, but there is a sizable vol- 
ume of orders in hand each morning. They report business as run- 
ning a little ahead of January, last year. 
in most cases jobbers carried over fairly heavy general hardware 
stocks on Jan. 1, but they are by no means overstocked and have 
arranged with manufacturers for a vast amount of merchandise 
There seems to be a growing disposition 
among manufacturers to give more thought and study to the ques- 
The upward, rather than downward 
curve of prices, the leaning to greater protection to distributors, 
and the keen competition for. business would appear to bear out 


for 1928 distribution. 


tion of distribution of goods. 


that statement. 


ASH SIFTS.—Snows may be lacking 
in parts of New England, and cold 
blustery weather missing, yet people 
are running fires in homes and there 
are ashes to sift. Sifts, like many other 
things, wear out and need replenishing. 
We quote from Boston jobbers’ 
stocks: 
Ash Sifts.—In lots of less than two, 
2.35 each net; crates of two, $2.17. 
quare, in — lots, $5.75 per doz., 
round, No. 68. 
nate ..che use of radio sets 
is increasing rather than decreasing, 
and there is a steady flow of batteries 
out of jobbers’ and retailers’ stocks. 
Sales so far in January are about on 
a par with those of 1927. 
We quote from Boston jobbers’ 
stocks: 
Batteries. — Columbia, dry cell, in 
lots of 50, 32%4c. each net, freight al- 


lowed. Hot shot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
$1.97: No. 1662M, $2.34. In less than 


barrel lots, No. 1461M, $1.75; No. 
1562M, 2.07; No. 1662M, $2.45. 


Radio.—Dry cell, in lots of 50, No. 


7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, —- units 
of 10, No. 764, $1.14 each net; No. 760, 
$1.30; No. 771, 39c. Storage batteries, 
6 to 9, $¥.75 each net; 6 to 11, $11.1 

6 to 13, $13.05. Radio, No. 486, $5 iat: 
Bare, 'A’s. 6-9, $8.50 each net; 6-11, 


$9.50; 6-13, $11.50. 

BOLTS AND NUTS.—The movement 
of bolts and nuts out of jobbers’ stocks 
is very good for January. The average 
individual order received is small, but 
jobbers are getting a great many or- 
ders each week. The most important 
distributors are of the opinion that the 
day of unsettled and uncertain bolt 
prices has passed. 





(Boston office of HARDWARE AGE) 
In northern 
Logging companies 


Little if any snow 


In Greater Boston 


To be sure the 





It is now disclosed that 


We 
stocks: 

Bolts.—In full packages. 
50 and 5 per cent discount; common 
carriage, 50 and 5 per cent; coach 
screws, 50 and 5 per cent; Eagle car- 
riage, 50 per cent; counter-sunk 
Eagle, 40 per cent; counter-sunk ma- 
chine, 25 per cent. In less than full 
packages, add 25 per cent. 

Nuts.—In full packages, semi-fin- 


quote from Boston jobbers’ 


machine, 


ished, U.S.S. and §.A.E., 25 per cent 
discount: castellated. S.A.E., 25 per 
cent. In less than full packages. 


CALKS.—Diamond, Giant and Never- 
slip drive calks have been advanced $4 
per 1000 count. 

BUTTS AND HINGES.—Although a 
long way from active, there appears 
to be a somewhat better market for 
butts and hinges. 


We quote from 
stocks: 

Butts and Hinges.—Standard makes, 
in case lots, of one size, one fin- 
ish and delivery, 3% x 3% in., 19¢c. per 
pair net; in less than case lots, $19.60 
per 100 pair. 


CLOCKS.—Some buying of alarm and 
other styles of clocks is noted. A ma- 
jority of retail dealers are still carry- 
ing a fair stock left over from the holi- 


Boston jobbers’ 


day season. 

We quote from Boston jobbers’ 
stocks: 

Clocks.—Westclox line, Ben Hur, 
plain dial. $2.50 each list. In lots of 
less than 12, $1.75 net; in lots of 12, 
$1.70; in lots of 24, $1.65; Luminous 
dial, $3.60 each net. In lots of less 


than 12, $2.46 each net: in lots of 12, 
$2 38; in lots of 24, $2.32. Automobile 
clocks, Westclox line, plain dial, $1.76 
each net; luminous dial, $2.46 


COTTON WASTE.—So far the drop in 
raw cotton has failed to influence prices 
for cotton waste. There is a very fair 
distribution. 





We quote from Boston jobbers’ 
stocks: 

Cotton Waste.—lIn five pound bag s, 
23c. a lb. net; in 10 lb. bags, 21c. in 


50 Ib. bales, 17c. White, in 1 Ib. 


cartons, 24c. ‘a package. 
CULTIVATORS.—Among the orders 
for futures taken by jobbers the past 
week were some very good ones for 


cultivators. A goodly percentage of 
the retail trade, however, is covered. 

We quote from Boston jobbers’ 
stocks: 

Cultivators.—No. AC43, three-prong, 
$6.90 per doz. net; No. AC45, five- 
prong, $9.85; No. AC83, 8-in. handle, 
$4.45. 


FILES.—Files are selling every day, 
particularly those adaptable for use in 
automobile work. Retailers are buying 
conservatively but maintaining a fairly 
diversified stock. 

We from 
stocks: 

Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 

GALVANIZED WARE. — Small 
amounts of various kinds of galvanized 
ware, but more particularly ash cans 
and garbage cans, are moving out of 
jobbers’ stocks each day. The weekly 
turnover is quite satisfactory. 

We from Boston jobbers’ 
stocks: 

Ash Cans.—National Enameling & 
Stamping line, No. 171, $3.12 each 
net; No. 181, $3.50; No. 190, $4; six 
ribs, No. 0180, $2.25. Reeves line, in 
lots of 25, No. 260, $1.80 each net; 
No. 26, $3.50; in lots of less than 25, 
No. 260, $2 each; No. 26, $3.80. Hill- 
son line, No. 7, $14 per doz. net; No. 
1724, $24; No. 1800, $31. 

Garbage gag ge 4, $1.05 each 
net; No. 2, $1.44: No. $1. 68; Reeves 
line, 3 gal., $6.72 per in net; 5 gal, 

ie | gal., $11.28; 10 gal., $12.84. 
U se IEE ne 11 gal., $9.75 each net: 
13 gal., $12.25; No. 15, $10. Refuse 
container, 14 x 22 in., $11 each net. 


HACK SAW BLADES.—Prices for 
hack saw blades are exactly where they 
were a year ago. There is a small but 
steady sale. 


quote Boston jobbers’ 


quote 


We quote from Boston jobbers’ 
stocks: 

Hack Saw Blades.—In single gross 
lots, 40 per cent discount; in five 
gross lots and larger, 40 and 5 per 
cent. 


HOCKEY STICKS.—Although in 
greatly reduced volume, the movement 
of hockey sticks over the counter per- 


sists. Some retailers find it necessary 
to replenish stocks, but are ordering 
cautiously. 
We quote from Boston jobbers’ 
stocks: 
Hockey Sticks.—Scout, Jr., $3.30 
per doz. net; Boys’ X, $5; Men’s X, 
$8: Men's XX, $10.40; special, $15; 


Boys,’ $3 a dozen net; Boys’ special. 
$5; Amateur, $8; Championship, $11; 
special, $11; No. 25, $2 per dozen net; 
No. 50, $3.50; No. 75, $6; No. 100, $8. 

Pucks.—Standard makes, $2 a doz. 
net. 

Polo Sticks.—No. H, 95c. . dozen 
net; No. G, $1.50; No. ©, $3.75 


ICE CREEPERS.—Some call ‘for ice 
creepers is noted from Maine, New 
Hampshire and Vermont. Other New 
England States are not much of a 
factor in the market just now. 
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a: quote from Boston jobbers’ 

Ice Creepers. Featherweight, Nos. 
1, 2 and 3, $3.75 per doz. pair; New- 
ark, $3.65; Acme, $1.35; Union, $1.60; 
Eagle, $1,355 Neverslip, men’s, $2. 44, 


IRON AND STEEL.—For the first 
time in several months the market for 
iron and steel is steady, with practi- 
cally all jobbers holding to regular list 
prices. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel pars $3.25% per 
100-lb. base; flats, $4.15; plain con- 
crete bbars, $3. 26%: deformed con- 
crete bars, $3.26%4; tire steel, $4.50 to 
$4.75; open-hearth spring steel, 3 
and $10; crucible spring steel, $12; 
bands, $4.01% to $5; hoops, at $5.50 to 
6; half rounds, $4.90; ovals, $4.90; 
exagons, 26%; co'd-rolled steel, 
$3.95 to $4.45; toe-calk steel, $6: 
structurals, angles and beams, 
$3.36%; plates, $3.361%4 to $3.59. 


jron.—Refined, iron bars, $3.26%4; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 
POCKET KNIVES.—Makers of pocket 
knives are out with new lists, which 
show a slight advance on some num- 
bers. 


RIVETS.—Small rivets are in steady 
although small request. The market 
for structural rivets is only good in 
spots. 

We quote from Boston jobbers’ 
stocks: 

Rivets.—Structural, %-in. and larg- 
er, $4.50 per 100 lb. base. Soft steel 
rivets, 40 and 10 per cent discount. 

ROOFING MATERIAL.—Jobbers are 
still talking about a change coming in 
prices for roofing material, but con- 
tinue to take business at the old price 








level. Owing to the open winter, a lot 
of roofing work has been completed 
much earlier in the year than is usually 
the case. 


RULES AND LEVELS.—tThe new lists 
recently issued by the Stanley Rule & 
Level Co., New Britain, Conn., which 
showed a slight advance on some items, 
did not affect most of those carried 
by Boston jobbers. Retail stocks of 
rules and levels are not large, but ap- 
parently sufficiently so to meet require- 
ments, for there is little business being 
placed with jobbers. 


We quote from Boston jobbers’ 
stocks: 

Rules.—Stanley line, Zig Zag, yel- 
low, No. 805, $3 per doz., No. 806, 
$3. 44. No. 806F $3.44; No. 808, $4.85. 
White, No. 855, $3.32: No. 856, $3.83. 
ecm No. H806, $3.83; No. H856, 


$4.2 





Pittsburgh Reports Trade Improved Over 
Past Few Weeks—Collections Slow 


PITTSBURGH, Jan. 24.—Hardw 


(Pittsburgh office of HARDWARB AGE) 
are business in this part of the 


country still leaves something to be desired, although it is better 


than it was a few weeks ago. 


Until recently weather conditions 


have been decidedly adverse to a good movement to consumers of 
the items seasonal to this time of the year. It has been so mild 


and there has been so little snow t 


hat the youngsters have been using 


roller skates and jobbers have begun to get orders for this time a 


full month ahead of time. But 
that commonly sell well at this sea 


ice skates, sleds and other lines 
son have been almost dead. There 


is a fairly good movement against advance orders for screen wire 
goods, but generally the movement of futures is still a little below 
par. New prices for hunting clothing average about 714 per cent 
higher than a year ago. One maker of screen doors and windows 


has announced, effective Jan. 23, 


advances ranging from 6 to 10 


per cent. Collections still are rather sluggish on an average. 





AUTOMOBILE ACCESSORIES. — If 
there is one line that is really slow, 
it is this one, with very much less call 
than usual, probably on account of un- 
usual weather conditions, for the sea- 
sonal items. Jobbers quote: 


Alcohol.—In barrel lots, 49c. to 57c. 
per gal. 
Ivo.—In 55-gal. drums, $2.25 per 
s.. 30-gal. drums, $2.30; 3-gal. cans, 


Prestone -—Eveready, $3.60 per gal. 

Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list. 

Freezmeters.—Best, 60c. each; good, 


Hydrometere.—Standard makes, 65c. 
each 

AUTOMOBILE TIRES AND TUBES. 
Recent improvement in sales continues, 
and jobbers now look for increasing 
sales as the winter progresses. Popu- 
lar sizes of tires and tubes sold by the 
hardware trade are quoted: 


Casings.—High peaceure, cord, 30 
x 3% in. clincher, $6.10 each; same, 
extra size, $8.30; 31 
x 4 in., $13.80; 33 x 4 in., $14.50; 32 


balloon x n., 1 x 5 
in., $13; 31 x 5 in., $13.55; 30 x 6.25 
20 in. rim, 5.15; 21 in. rim, 


in., 
$15.65; 30 x 5.77 in., $20.85; 80 x 6 in., 


20.40; 32 x in., 20 in. rim, $21.10; 
1 in. rim, 


Tubes. tee ‘pressur¢, tan, 30 x 
; x 


3: 34 x 4% in., $3.10; 33 x 5 in., $3.75; 
gray tubes sell 15¢. to 50c. less; bal- 
loon, gray, 29 x 4.40 in., $1.85; 30 x 5 
in., $2.25; 31 x 5 in., $2.30; 30 x 5.25 
in., 20 in. peg 2.55: 21 in. rim, 32. 65; 
30 x 5.77 in., $3.10; 32 x 6 in., $3.10; 
33 x 6 in., $3.35. 


BATTERIES.—Jobbers still report a 
satisfactory turnover in dry-cell bat- 
teries, particularly those for radio use. 


They quote: 
Packages Pagage 


Broken n 

Se ren $1.05 $0.97 
i ee 3.8 
Sree 1.22 1.14 
Ss pre 1,22 1.14 
oS Serer er 1.40 1.30 
a | 2a 2.62 2.44 
DM: 55mg ecsuyWan 2.62 2.44 
SEEDS scccus «diene 3.40 3.17 
SS eae -42 39 
DEER. 9c otc awbiepee .40 36% 


No. 6 dry cells, ignition type unit 

package, 32%4c. each. 
Flashlights.—No. 935, 9%c. on 

No. 950, 9%4c.; No. 790, 18%c.; 

705, 28c.; No. 750, 18%4c.; No. 761, oe. 

sols Shot.—No. 1461, $1. 67; No. 1661, 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers note some pick-up in the de- 








mand from consumers, but those whe 
depend upon jobbers have not yet be- 
gun to increase their purchases. Prices © 
show continued firmness. Jobbers quote: 


Bolts.—All styles, except stove and 
tire bolts, per 100 pieces, 60 to 62 
per cent off list; stove bolts, 75 an 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 

Nuts.—All styles, 60 to 62% per 
cent off list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 

BUILDERS’ HARDWARE. — Jobbers 
do not detect any considerable increase 
in the demand, but are expecting im- 
provement with the approach of spring, 
since a good many building projects are 
on the drawing boards. They quote: 

Butts.—Ball tip, plated, dull brass 
and ——, copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., $30. 

Hinges. —Heavy strap, 6 in., $1.85 
per doz.; 8 in., fe 10 in., $4.80; 
extra heavy, T, "$2. 30 per doz.; 

-» $3.40; 10 nd 6. 40; light strap, 
with ts packed one pair in a 
box, $9.60 per 100 pair; 4 in., 
$11. 80° light T, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps. — Hange, without screws, 
single dozen lots, 3 in., 65c. per doz.; 

4 in., 79c.; 6 in., $1. 05; satew: 3 in., 
31 60 per doz.; 4% in., $1.14; 6 in., 

Garage Sets.—Swinging hinges, 1@ 
in., $3.10 per set. 

HEATERS.—Sales of this line in the 
past week have been adversely affected 
by unseasonably mild weather. Jobbers 
quote: 

Oil Heaters.—According to size and 
style, $3.75 to $6 each. 

Gas Heaters.—Radiant ‘vie, to 


$65 each; reflector type, $2.25 to 
$13.50. 


HUNTING GOODS.—This year’s prices 
of hunting clothing average approxi- 
mately 7% per cent higher than a year 
ago. Winchester, Nos. 54 and 070 
guns, No. 10 rifle and No. 12 gage re- 
peaters have been advanced slightly as 
compared with last year, while No. 03 
rifle is slightly cheaper. Other num- 
bers remain at last year’s prices. 


PAINTING SUPPLIES.—Current de- 
mands are light, but a good movement 
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on advance spring orders still is re- 
ported. Prices show no change. 


Price to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, eo 
per Ib. in 100-Ib. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 75c. per gallon in barrel 
lots; raw linseed oil, 11.3c. per Ib. in 
barrel lots. 


SKATES.—Jobbers have had surpris- 
ingly strong demand for roller skates 
a full month ahead of usual, due to ex- 
tremely mild weather, which by the 
same token has temporarily stopped 
the call of ice skates. Jobbers quote: 
Roller Skates.—Union Hardware Co. 


line, No. 2, 70c. per pair; No. 3, - 
No. 10, $1.05; No. 6, $1.55; Winslow 
line, No. 3 1.50; No. 38, $1.60; 


\%, 
No. 38, rubber-tired, ‘52. 50 per pair. 
Ice Skates.—Winslow fine, No. 2110, 
65c. arf pair; same, S., $1.12; No. 
2120, $1.20; same, L. S., $1.50; No. 
2140, 33 20; same, im S., $2.50. 


SLEDS.—Last winter was one of the 
best in point of sales the local trade 
had experienced in several years; this 
winter is the worst, and lately sales 
have been almost nil on account of un- 
usually warm weather and a complete 
lack of snow. Jobbers quote: 


i ev Flyer, No. 1, $3.75 each; 

2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealer’s discount of 33% 
per cent; Lightning Guider, No. 19, 





$1 each No. 20, $1.20; No. 21, $1.40; 
No. 22, $1.60 net. 


SCREEN DOORS AND WINDOWS.— 
The Continental Sales Co. has an- 
nounced new prices showing advances 
of 6 to 10 per cent. 

SCREEN WIRE CLOTH.—Retailers 
are beginning to stock up against later 
demands, 

WEATHER STRIPPING.—Fairly ac- 
tive demand is noted by jobbers, who 
quote: 


anna % in., $19.50 per 1000 

%, Sy $26 per 1000 ft.; cushion, 

alt felt, No. +8, $2.40 per 100 £t.3 No. 
= 85 per 100 ft.; 


No. 20, $3 125 per 

"alk hard bronze, 3 and 4 ft. 
lengths, 5c. per ft. net. Numetal, 
54c. per ft. 


WINDOW VENTILATORS.—There is 
usually some demand, and the present 
is no exception. Jobbers quote: 

No 01, $4.40 per doz.; No. 08, $4.80; 

0. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 
WIRE PRODUCTS.—Activity is slow 
in developing in nails and other com- 
mon wire products. 

‘inne quote from Pittsburgh jobbers’ 

oO 


Fence Wire 


(per 100 Ib.) Annealed Galvanized 


No. ‘ J 9 gage...... $3.00 $3.45 
No. belieesceansese meee 3.50 
No. i soveetstenuews 3.10 3.55 





BTR ciphides dices dale 3.15 3.65 
ES eer roe 3.25 3.80 
| Bho GBRSD SSS tae 3.35 4.00 
RES Widlcu eu baie was 3.55 4.25 
Ey eee ean Pe 3.75 4.45 
Barbed wire (per 80-rod spool): 
ReNNNE CUREUIO. 6.0.5.6-<:cle e's vie 0-6 be eek $2.90 
WET SUE nadia was cndcleeie sbeebs 10 
MEE PRUE Satin sied ade Xi nad owen 3.35 
eR FRE TES eee ne ae ae 3.10 
2-point cattle (special) ......... 2.20 


Field Woven Wire Fence (per 100 
rods): 
1047-11 





eR eae NPE ra tare o = 60 
.00 


Steel Fence Posts: 
Galvanized, Painted 


Tubular Formed 
at URE Cer ee fee a re 
GC Th. csccccsccecse 0G, C86 880. cach 
Ly SARs 65c.each 40c. each 
Ose Gea ais acon et een cdate 45c. each 


Bright nails, base, per keg, $2.85. 


WOOD SCREWS.—The new price 
schedule recently announced by makers 
has been generally adopted by jobbers, 
whe now quote base discounts of 60 
per cent on flat-headed iron, 45 per cent 
on round-headed iron and brass, and 40 
per cent on round and oval-headed 
brass screws. 





Cleveland Hardware Trade Gets Off 
to Good Start—Spring Lines Moving 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Jan. 24.—January has proved a fairly good month 
for the hardware trade in this territory. Retailers are buying 
rather freely for early delivery to replenish their stocks, now that 
inventories are over and spring merchandise is showing some life. 
Considerable business is being taken in steel goods, builders’ hard- 
ware, painter’ supplies, brushes, rope, wire cloth and poultry net- 
ting for spring shipment and a good volume of business is coming 
out in stove pipe and elbows for fall delivery. Sales of some win- 
ter lines have been retarded by mild weather, but this seems to 
have stimulated the movement of some other lines of merchandise. 

Price changes during the week included a 5 per cent advance on 
screen doors and windows and a decline on cast and malleable fit- 


tings and some electrical conduit supplies. 


Retail business is 


rather slow, although about normal for this month. 


Collections are good. 





ANTI-FREEZE MATERIAL.—Recent 
mild weather has retarded sales of 
alcohol and anti-free compounds. Prices 


are unchanged. 

Cleveland jobbers quote denatured 
alcohol 188 proof at 50 to 54 cents 
per gal. in 50-gal. drums. Ever 
Ready Prestone at $3.60 per gal. 

AUTOMOBILE TIRES AND ACCES- 
SORIES.—While tires are not moving 
well, the demand is about normal for 
this time of the year. 

Cleveland jobbers quote a 
tires f.o.b. Cleveland, 30 x 3% Lib- 
erty Cord, $6.10; heavy duty over- 
size, $8.30; 32 x 4 Liberty, $11.15; ~ 
heavy duty, $13. ry balloon tires, 2 
4.40, $8.70; 29 x 4 .15; 30 x 5. 
2 x 6, heavy duty H 


h dut: 
344, $1.60; 34 





balloon tire tubes, ray, 27 x 4.40, 
.80; 29 x 4.40, $1.85; 30 x 5, $2.25; 
32 x 6, $3.10; 32 x 6.20, 3.50. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, 3.75. Derf spark plugs, 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 


AXES.—Orders are rather light. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15. 50 per 
doz.; double bitted, handled, $24.50 
er doz.; double bitted, unhandled, 
20 per doz.; 60c. increases for dozen 
lots ‘yelakine 42 to 48 Ib. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—tThese are in fair and 





steady demand. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 

Unit Broken 

Packages Lots 
Eee $1.14 $1.22 
a ee eee 1.30 .40 
RTE viebcceecds dass 2.44 2.62 
BN Ee 54.4 3 nse e 005) OE 3.40 
pS ee ee eee 3.33 3.58 
Dry cell A_ batteries, No. 7111 


354%4c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 321%c. in standard pack- 
ages; 36c. in broken lots. 
BOLTS AND NUTS.—Orders are fair. 
While prices are being pretty well 
maintained, some concessions are ap- 
pearing on large lots. 

Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. 

Semi-finished nuts in bulk, 50 and 
5 per cent off list; 15 per cent higher 
for packages. 

BUILDERS’ HARDWARE. — Jobbers 
are taking quite a few orders from 
dealers, who are starting to replenish 
their stocks. 

Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 

7 in., $1.73 per doz.; 8 in., $2.80 per 
oz. 


Butts, case lots, 3 in., 15%c. per 
pair; 3 n., 16c. per pair; 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. -per pair higher. 

* Ornamental hinges, standard fin- 
ishes, $1.05 per doz.; nickel and sand 
blasted finished, $1.25 per doz. 


CORRUGATED ROOFING.—The de- 
mand is unusually good for this season 








eeiypye earn a ==. o 
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of the year. There has been consider- 
able open weather, during which roof- 


ing work could be done. 


Cleveland jobbers quote 28-gage 
corrugated roofing at $4.01 for 1% in. 
and $3.97 for 2% in. per square f.o.b. 
Pittsburgh for ten squares or more. 


ELECTRICAL CONDUIT SUPPLIES. 
—Steel lock nuts, malleable bushings 
and outlet boxes have been marked 
down 10 per cent. 


FITTINGS.—A price reduction of 10 
per cent has been made on malleable 
fittings and a reduction of 5 per cent 
on cast fittings. Iron body valves have 


been reduced 5 per cent. There is no 


change on brass valves. 


HOUSEHOLD AND INDUSTRIAL 
CLEANERS.—These are in very good 
demand at present. Jobbers quote: 


sto-pipe opener, $2 per doz.; 
peste toilet bowl cleaner, $1.85 per 
doz.; Presto tile and porcelain 
cleaner, $1.20 per doz.; Presto vege- 
table oil soap, $2.60 per doz.; Presto 
Met-L-Shyn, $3.60 per doz.; Presto 
Silvershyn, $1.80 per’ doz.; Presto 
waterless cleaner, 2-pt. cans, $5.40 
per doz.; 5-pt. cans, $9 per doz. ; 
Presto window cleaner, 6-0z., $3.60 
per doz., 12-o0z., $5.40 per doz.; Presto 
Lustre Furniture Polish, 6-0z., $2.60 
per doz., 12-0z., $4.32 per doz., 16-0z., 
$5.40 per doz.; Presto dry cleaner, 
$3.60 per doz. 


GLASS BAKING WARE.—There was 
a spurt of buying after the holidays 
to replenish stocks, but the demand 


now is light. 
Jobbers quote f.o.b, Cleveland: 
Casseroles.—Round or oval, 1 qt., 
i 1% qt., $1.17; 2 qt., $1.33; square, 
LaF; casseroles with fancy covers, 
s5c. higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 
Bread Pans.—No. 212, 60c.; No. 214, 


$1. ” * 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. : 

Teapots. ri pees $1.67; 4 cups, $2; 
6 cups, $2.3 


GLASS CLOTH AND CEL-O-GLASS. 
—These items are not active at present. 


Cleveland jobbers quote glass cloth 
24c, per yd. in 100 yd. rolls and 25c. 
pef ‘¥d. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 


ICE CREAM FREEZERS.—Sales are 


rather slow. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is subject 
to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 aqt., "$10 each; 8 qt., $13 each; 
subject to’ discounts of 55 and 1% 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—The market is quiet 
and prices are unchanged. 


We quote from jobbers” stocks, 
f.o.b. Cleveland: 2-braid, molded, un- 
coupled hose, % in., 7% cents per 
- ft.; % in. 8% cents per ft.; % in., 
914 cents per ft.; coupled hose is 4 
cent per ft. higher. 


very active. 


Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 


and brass at 75 and 5 per cent off 
list. 


rather light. Prices are firm. 


Jobbers quote nails at $2.75 base 
per keg for mill shipment and as 
follows from stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 lb.; No. 9 annealed wire, $2.90 
per 100 Ib.; cement-coated nails, $2.90 
per 100 lb.; polished fence staples, 
$3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 
80-rod spool. 


for spring shipment. 


Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porcelain 
enamel with built-in oven, Superfex 
burners, $140; full white porcelain 
enamel with built-in oven, double- 
wall burners, $120; japan finish 
stoves, $28.50, $22.50 and $17.50. Pur- 
itan oil stoves, full white porcelain 
enamel with "short drum Puritan 
burners, $122; japan finish stoves, 
$28.50, $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70 and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2-burner gasoline 
without high shelf, $23; same, 3- 
burner, $28; same, 4-burner, $33; 4- 
burner range, $65: 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner, 
$6.50; 4-burner, $8; dealers’ discount 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$28.50; No. 330, $34.50; No. 324, $39: 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are subject 
to a 33% per cent discount. 





time of the year. 


Cleveland jobbers quéte popular 
grades: Light, 98 per cent per roll; 
medium, $1.12 per roll; heavy, $1. 29 
per roll; slate surface roofing, $1.99 
per roll. 


lacquers show a downward tendency. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. utside white, $3 to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 73c. per gal.; 
less than bbl., 88c. to 83%c. per gal. 

Linseed Oil in bbls., 87c. to 88c. per 
gal.; in less than bbl., 97%4c. to $1.02 
per gal.- 

White -lead in 100-Ib. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. per 
Ib.; In 421%4-Ib. kegs, 14%c. per lb. 
Quantity discounts 500 Ib. to 1 ton, 
10 pér cent. One ton or more, 10 per 
cent and 4 per cent. 


Enameling lacquers, $1.20 to $1.65 
per qt. 





MACHINE SCREWS.—These are not 


NAILS AND WIRE.—Orders are 


OIL AND GASOLINE STOVES.~- 
Quite a little business is being taken 


PREPARED ROOFING.—The demand 
is more active than is usual at this 


PAINTERS’ SUPPLIES.—C ountry 
dealers are placing orders in fairly 
good volume for paints, oils, white lead 
and other supplies. The cheaper priced 


PRUNING SHEARS.—The pruning 
season is near at hand and jobbers 





have commenced to take orders for both 
pruning and grass shears. Prices are 
about the same as a year ago. 


POULTRY NETTING AND WIRE 
CLOTH.—The demand is fair. Consid- 
erable business has been booked for 
spring shipment. 

Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
ft.; bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ft. rolls 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


RADIO EQUIPMENT.—Tubes and re- 
ceiving sets have been quiet since the 


holidays. 


Jobbers quote _ f.o.b. Cleveland: 
Philco 6-180-volt, AB-686, socket 
power units, $33; AB-386, $39; AB-382, 
$45; 6-150-volt, AB-663 and AB- eae 
927, AB-623, $33; 4-volt, AB-463, $27 

AB-423, $30; 6-volt A ‘socket power 
units A-603, $16.60; B socket units, 
B-86, $21: B-603, $16.50; Philco trickle 
charger, TC-60, $6. 


ROPE.—A fair amount of business is 
still being taken for spring shipment. 


Cleveland age gS uote best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c. per Ib. for 
stock shipments; sisal rope, 16c. per 
lb. for factory shipment and 16%c. 
for shipment from stocks. 


ROLLER SKATES.—Sales are better 
than they have been for some time. 


Jobbers quote  f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, chiyiren, Tbe. per pair. 


STOVE PIPE AND ELBOWS.—Retail- 
ers are buying quite freely for fall 


shipment. 

Cleveland jobbers quote for factory 
shipment 6-in. 28-gage Security stove 
pipe at $3.28 per crate of 25 joints, 
and 6-in. elbows, 28-gage, at $1.36 
per doz. 


SCREEN DOORS AND WINDOWS.— 
A price advance of 5 per cent has been 
made on the Continental line of screen 


doors and windows, effective Jan. 23. 


Cleveland fobbers pote, oeatipaneel 
line No. 288 doors, es 2 6S ft, 
$23 per doz.; 2.10 x 6 34 r doz.; 
No. 315 G-12, 2.8 x rt i don .65 per 
doz.; 2.10 x 6. 10, $32.65 per doz.; win- 
dows, No. 1233; $3. 15 per doz.; No. 
ogg $4.15 per doz.; No. 2433, $4. $0 per 

oz. 


VENTILATORS.—The demand is about 


normal for this time of the year. 


Joobers quote Continental re 
types, No. 937, $3.75 per doz.; 
949, $5.10 per doz.; No. 1537, $4. ie per 
doz.; No. 1549, $6. ‘60 per doz. Conti- 
nental ventilators, metal type, No. 
} oe $4. 30 per doz.; No. 837, $4.45 per 
No. 1137, $4.95 per ‘doz.; 0. 
143° $6.45 per doz.; No. 1445, $7. 30 per 
doz. Diamond E all metal window 
screens, 18 x 33 in., galvanized, $6.80 
per doz.; 24 x 37 in., galvanized, $9.20 
per doz.; 18 x 33 bronze, $10 per doz.; 
24 x 87 bronze, $12.80 per doz. 


WOOD SCREWS.—Jobbers are having 
new price lists printed, which they ex- 
pect to send out this week. In these 
the lists are changed and the discounts 
are cut down, resulting in a consider- 
able price advance. 
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Staple [tems Fairly Active for Replacements 
Following Completion of Inventories 


NEW YORK, Jan. 24.—Staple items have been fairly active in this 
market. The demand has been largely the usual January replace- 
ment trade which follows closely the completion of retail store in- 
ventories. Otherwise this market reports only a very moderate 
demand for hardware. Continued mild weather has retarded se- 
verely the normal movement of winter merchandise, particularly 
stove goods, snow goods and other items needed in cold, snowy 
weather. 

Other than the unseasonal weather local distributors see no sound 
reason for the present light buying by retailers. They saw that all 
price adjustments show a very definite upward trend, so that post- 
poned buying of needed merchandise will not effect any important 
savings. 

Collections average fair. There are no important price changes 
announced this week. 





AXES.—Demand is only fair at present | CARPET SWEEPERS.—Fairly active 
time. Prices are unchanged. Stocks | at present time with prices unchanged. 


are satisfactory. Prices continue unchanged with’ stocks 
grees. QUOTATIONS 7 TO RE- apparently adequate for local needs. 
TAI 
JOBBERS’ QUOTATIONS TO RE- 
Axes, Jersey pattern, 3% to 4% Ib., TAILERS, rian NEW YORK: 
Bex isupertra's'per ceit "=" |, Carpet sweepers, Standard $2 ach: 
917? “omhe Sie ering i: 5 gi sang versal, . nickel pinted, $3.83 "each; 
each. Dayton pattern, 3% to 4% K Grand Rapids, japanned, $3.67 each; 
$1.82% each: 4 to 6 'Ib., $1.88 each. Grand Rapids, nickel plated, $4 each: 
Box lots of Dayton extra 5 per cent. 7 ti _ each; Princess, ghio. oe: 
% an merican Queen, $4.50 each; 
gist each: coe ‘a, Ib., * sisi Sterling, $2.10 each. 
each, and 4 to 4% Ib., $1.92 eac ae : : 
Box lots extra 5 per echt. CLOCKS. Sale is moderate with 
Boys’ axes, $1.14 each; box lots ex- prices unchanged. Stocks are satis- 
tra 5 per cent. Boy Scout axes, with factor 
sheath, $1.18% each; box lots extra y- 
5 per cent. Boy Scout axe, without JOBBERS’ QUOTATIONS TO RE- 
=", = each; sheath only, 16% TAILERS, F.0.B. NEW YORK: 
cents eac 3 i oo. 
House axes, $1. 11 each; box lots 5 Alarm clocks, Big Ben, broken lots, 
per cent extra. $2.29; dozen lots, Foon — st 
$2.15; same luminous, roken lots, 
N. —There are 6 axes to a box. $3.16; dozen lots, $3.06, and 2 dozen 
pam ne lots, $2.97. 3aby Ben an aby Ben 
.—Steady demand contin 7. Baby B d Baby B 
: ° luminous take same respective prices. 
ues with prices very firm. Local whole- Ben Hur, broken lots, $1.76; dozen 
sale stocks are adequate. lots, $1.70, and 2 dozen lots, $1.65; 
“ same luminous, broken lots, $2.46; 
TAMERS F. bay ego tages MS, hi RE- dozen lots, $2.38; and 2 dozen lots, 
$2.32. 
Dry cells, No. 6, ignition type, Black Bird, luminous dial, broken 
pol .; No. 7111, same type, 351éc. — poted se a 1 Fa 3 2 
dozen lots, $1.65. ue rd, broken 
B batteries, No. 767, $2.62 each, in lots, $1.22; dozen lots, $1.19, and 2 
units of 5, $2.44 each: No. 772 (ver- dozen lots, $1.15. Sleep Meter. 
tical type), $2.62 each; in units of 5, broken lots, $1.40; dozen lots, $1.36; 
2.44 each; heavy duty vertical type, and 2 dozen lots, $1.32. Jack-O-Lan- 
No. 770, $3.40 each; in units of 5, tern, luminous dial, broken lots, $2.10; 
$3.17 each. Layerbilt, No. 486, $3.59 dozen lots, $2.04, ‘and 2 dozen lots, 
each; units of 5, $3.33. $1.98. American, broken lots, $1.05; 


A dozen lots, $1.92, and 2 dozen lots, 
BOLTS AND NUTS.—There is no 99 cents. “ ’ : an 

Auto clocks, Westclox, plain, broken 

further report on the rumour of an wth Ete: dean tote, She ana 2 

advance of stove bolts, though the ru- dozen lots, $1.65; same, anes 

i j i broken lots, $2.46; dozen lots, $2.38, 
JOBBERS’ QUOTATIONS ae RE- ICE SKATES.—Mild weather contin- 
TAILERS, F.0O.B. NEW YO ues to retard the normal sale of ice 
Carriage bolts, 50 and Ae om list. skates in this section. Stocks are am- 


Case bolts, 60 per cent off list. . 
Stove bolts, 80 per cent off list. ple. Prices are unchanged. 


Machine bolts, % by 6 and smaller, JOBBERS’ QUOTATIONS By RE- 
50 and 10 off list; larger to 1 by 30, 50 TAILERS; F.O.B. NEW YOR 
per cent off list; 1% to 1%, 30 off list. Union Hardware line: 1624, aoa per 


Coach screws, 50 and 10 off list. 


Case bolts, 60 per cent off. list. pair; 5624. $1.12; 5624%, $1.44; 524%, 


$1.31; 5241%4L, $1.57; Plain Bob, 45c.; 


Step bolts, 50 per cent off list. Nickel Bob, 52c.; 424%, $1. 69; 4241%4L, 
BUTTS.—Price advance predicted on $2. Pe ee 
steel butts. Jobbers’ quote dealers on 290 wna e90L, $6.75: 295 and. 295L, 


3% by 8% inch butts, 19 cents per $6.75; 212 and 213, $4; 95 and 95L, 
pair: Case lots price 16 cents per pair. $5.75. 
Local stocks are ample. LANTERNS.—Demand is fair with 








prices unchanged. Stocks are in good 
condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Lanterns, Hylo, 62%c. each; Victor 
white globe, 66%4c.; Victor ruby globe, 
8344c.; Blizzard, No. 2, $1.08%; 
Monarch, white globe, 66%,c.; Mon- 
arch, ruby globe, 831.c.; Little Wiz- 
ard, 75c.; D-Lite, $1.0814; D-Lite 
with large fount, $1.19; Sport, 46c. 

Junior Wagon, $1.50; Buckeye Dash 
Lamp, $1.16%, and No. 39, Railroad, 
$1.58%, and No. 30, Beacon, $2.62% 
each. 

N. B.—On all except Hylo an al- 
lowance of 25c. per dozen is made on 
orders of three dozen or more. 


NAILS.—Demand is steady though not 
heavy. Prices are being maintained. 
Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 

Common wire nails, bright, 4d, $4.25 
per keg; 6d, $4 per Keg: 8d, $3. 85 per 
keg; 10d, $3.75 per keg. Common 
wire nails, galvanized, 4d, $6.75 per 
keg; 6d, $6.50 ner keg; 8d, $6.35 per 
keg, and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg: 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


RADIO TUBES.—Steady sale contin- 
ues with prices firm in this market. 
Stocks are in good condition. 


JOBBERS’ Da NEw va hee RE- 
TAILERS, F.0.B. NEW 


Type ht re Dealer 
Soo © A eee $4.00 $2.80 
fo) Se ee 1.50 1.05 
ty 0 2? Se 3.50 2.45 
Co. Se See 2.00 1.40 
5 ee ae 3.50 2.45 
ed von ara'scceclsaewa's 2.25 1.58 
MEE cis pencpaae caeicda 2.25 1.58 
CRE Gee oh aviwawes 2.50 1.55 
os o> ae 2.50 1.55 
EES Seren 2.50 1.55 
MEE. Ca vidwwevcaans 5.00 3.50 
eo Ee eee 7.50 5.25 
ao ees 9.00 6.30 
0 nr 4.75 3.33 
_ ARS Pap ae 2.00 2.10 
RS ena the dled dene aes 6.00 4.20 


SASH CORD.—Prices are steady with 
demand moderate. Stocks are in good 
shape according to local jobbers. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 31c., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 

SCREWS.—Recently revised prices are 
being maintained. These are substan- 
tially higher than former quotations. 
Local stocks are ample with demand 
fairly good. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Screws, flat head. bright iron, 50- 
10-10: round heads, blued, 45-10-10; 
round head iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10: 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

SANITARY PRODUCTS.—Normal de- 
mand reported. Prices are steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Presto Products—oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner; 
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22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz, size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 


SLEDS.—Lack of snow in this section 
has retarded the expected volume on 
this line. At press time the weather 
is unusually mild for this season. 
Prices are about the same. 


JOBBERS’ QUOTATIONS Ab RE- 
TAJLERS, F.0O.B. NEW YOR 

ne over ong Pig $2.50; i 2, 
git _ $4.33; No. 5, 
5.8 Re 33. 66, and Racer, 
4. 33° Fices prices are each and are 
equivalent to a discount of 33% per 
cent off list prices. 

Fire-Fly sleds, No. 9, $1.44; No. 10, 
$1.37; No. 11, $1.71; ‘No. 12, $1.94; 
Racer, $2. These prices are each and 
are equivalent to 40 and 5 per cent 
off list. 

Perfection baby gvards for sleds, 
$1 each in case lots and extra 5 per 
cent in case lots. 


SNOW GOODS. — Situation the same 
as for sleds. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW 


Snow shovels, $4 per doz.; Ames 
line, $9 doz.; galvanized, $10 doz. 
Pushers, 30-in., $2.75 each. 





SPARKLET SYPHONS. — Moderate 
demand continues with refill trade 
fairly active. Prices are the same. 
Stocks reported satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4 each. 
Sparkers, 9 7-12c. each, packed in 
cartons ‘of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts-pin washer, 15c. cach; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 165c. 
each; head complete, $2 each, and 
Sparker holder, 50c. each. 


STOVE SUNDRIES.—Continued mild 
weather has retarded the sale of this 
line. Prices are unchanged and stocks 
are ample. 


JOBBERS’ eyorT arr. A RE.- 
TAILERS, F.O.B. NE YORK 

Stove pire, No. 28 nin black iron, 
12 lengths in a bundle, 4 in., 134¢c. 
yas % ey Poi each; 5 in., 16%4c., 
—- 6 in., 21c. “each. 

tove pond elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., 134%c.; 
4% in., 14c.; 5 in., 15c.; 5% in., 
164%c.; 6 in., 18¢c, each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., omy 4% in., 10c.; 5 in., 
10c.; 5% in., ic.; 6 mm., 23c.; 7 in., 
17c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3-16 in. diam- 
eter, 12 in a box, 6c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each; 
4% in., e%e.; 5 in., ote: 56% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove, lifter and shaker, cast iron 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 





box, *6%c. each. Same with loop 
handle, 12 in a box, 744c. each. Stove 
pokers, nickel plated, cold spiral 
handle “er in a box, No. 7, 7c. 
each; No. 16c. each. Neverbreak, 
19¢c. ‘each. Watabes pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 ft., 
$1, and 6 ft., $1.16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Furnace scoops, hollow black mal- 
leable D handle, $5; riveted back, 
wood D handle, $9.50. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, ~ Fe 5%c.; : 
No. 56, 6c.; No. 57, 9c. Gal- - 
vanized shovels, No. 256,. oe ; No. 
257, llc. each. Extra heavy, one- 
piece japanned scoops, 6 x 
capped end, 16%4c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each; 18 x 18 
in., 58c.; 24 x 24 in., T1c.; 26 x 2 
(8c.; 28° x 28 in., 88c.; 2 
$1.03; 32 x 32 in., $1.23; 35 x 35 in., 
$1.52 each, 


VENTILATORS. — Fairly active in 
this section with prices unchanged. 


Stocks are satisfactory. 


JOBBERS'’ ett tt iges. J ale RE- 
TAILERS, F.O.B. NEW Y 

Continental ventilators wooden 
type, No. 923, $3.0v; No. $4.00; 
No. 949, $5.50; No. 959, 36.65: No. 
1537, $5.25: No. 1549, $7.10, and No. 
826, $3.35, all prices, per dozen. 

Continental ventilators, metal Re 
No. 833, $4.60; No. 887, 

1137, $5.30: No. 1145, $6.35; No. 1437, 
$6.96, "and No. 1445, $7.80,’ all prices 
per dozen. 

Diamond E ventilators, all metat 
type, No. 01, 36% cents; No. Bs 40 
cents; No. 03, 4634 cents; No. }» 434% 
cents: No. 2, 46% cents; No. 3, 53% 
cents; No. 4. 63% cents, and No. 5, 
70 — All Diamond E prices are 
each. 





Building Prospects Very Encouraging 
In the Northwest Territory—Sales Fair 


(Minneapolis office of HARDWARE AGB) 


MINNEAPOLIS, Jan. 24.—It is still somewhat of a “between sea- 
sons” time as far as the general trade is concerned. But there is a 
general movement toward getting ready for the coming season in 


all lines. 


Many of the building trades and supply sources have 


been meeting in conventions and planning the coming season’s work 
and policies. Prospects for a good season in construction lines are 


very bright. 


Prices in general are quite stable and show but few changes and 
such changes are usually in the nature of adjustments rather than 


real price movements. 


AXES.—Demand is fairly good, with 
stocks well assorted. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 


BOLTS.—Sales are fair, with stocks 
well filled for this time of the year. 
Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 


chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 








screws, 60 per cent from standard 
lists. 


BUILDERS’ HARDWARE.—Actual de- 
liveries of finishing hardware are light 
at the present time. With mild weather 
building will begin to develop. Predic- 
tions are for a very good year in the 
construction lines. 


qu uote from jobbers’ stocks, 
tobe ‘win Cities: 3% x 8% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots 
25e. pair in case lots; broad bevel 
steel inside sets, old copper or dull 





brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit- keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit- keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75ce. doz. pair; heavy 
plain _Strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair net. 


BUILDING PAPER.—Call is light at 
present, with ample stocks to satisfy 
the demand. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 


building paper, $2.75, and tarred felt 
paper, $3.10 cwt., net. 


CHAIN.—Sales are fair, with no par- 
ticular interest at the present time in 
the market. A slight change in prices 
has been made in a few of the items 


shown. 


We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Log chain, % x 
14, $13.85; % x 14. $10.80; % x 14, 
$10.20 ewt.; proof coil chain, %4 in., 
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% in $8.95; 
Ps 30 cwt., net. 


EAVES TROUGH, CONDUCTOR PIPE 


AND ELBOWS.—Spring demand has 

not yet started, although some dealers 

are filling their stocks. Prices have not 

changed. 

We quote from jobbers’ stocks, 
oe _ Cities: Eaves trough, 28- 
S. B., slip joint, in crates, 

$5. éo° per’ 100 ft.; con uctor pipe, 28- 


ga., in crates, not nested, $5.40 
per io "tt. 3 in., $i. 73 oz. net. 


FILES.—Sales are steady, with fair 
volume. Stocks are being gradually 
filled up for spring trade. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 


50 per cent and second best at 60 per 
cent from lists. 


GALVANIZED WARE. — Demand is 
fairly good in some of the items. Stocks 
are amply filled for the present call. 
Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized Bees: 


standard 10-qt., $2.45; 12-qt., 65; 
= 5 +» $2.95; stock Pails, 16-qt., $4.70; 


¥% in., $8.35, % in., 


He 50; standard tubs, ‘No. 1, 
a8 .75; No. Be ‘ 65; No. 3, $8.95; heavy 
No. on $12.60; No. 2, $13.80; No. 3, 
$15 doz., net. 


GLASS AND PUTTY.—Sales are 
steady, though light at present. Stocks 
are ample for the present needs. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single and double 
strength glass, Minnesota ame 87 
per cent from lists, and strictly pure 
putty in 50-Ib. drums, $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Deal- 
ers are preparing their stocks for the 


steel 


coming demand for small tools. Prices 
are steady and firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Maydole No. 11 
corpentes hammers, $12.60; Plumb, 

1, $12; Plumb broad hatchet, No. 
et re 40; shingling, No. 2, $12.50; and 
claw, No. 2, $13.75 doz., net. 


LAMPS AND LANTERNS.—Sales are 
good, with stocks ample. Prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Gasoline lamps, 
Coleman, No. C329, $6.25; No. C318, 
$7; No. C317, $7.40; lanterns, Cole- 
man, L827, $5. 5; No. 427, $6; No. 
L227, $6.10; tubular long or short 
globe kerosene, No. 2, $13 doz., net. 


OIL HEATERS.—Demand 
light, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 


is rather 


016, $8.25; No, 0190, $10.50; No. 151, 
$7.50; No. 0161 75; No. 0191, $11; 
No. 505, Giant, $11.25; No. 605, $12. 15 


each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 
PAINTS AND WHITE LEAD.—Sales 
are holding up fairly well for interior 
decorative materials. Prices show no 
changes on paints, but white lead is 
slightly lower. 

— 

“We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
lead in 100-lb. containers at $12.04 
cwt. 

PUMPS.—Water supplies are selling 
rather slowly at present, the greater de- 





mand being for repairs. Prices show no 


changes. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Deming No. 440 
plain spout windmill force pumps, 
6 in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65: No. 103, hand 
lift, 6 in, stroke, $14.25; No. 182 hand 
lift, in. stroke, 6 ft. set length, 
$5. 35 each, net. 


PYREX OVENWARE. — Demand is 
steady, with fair volume. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33: No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots $1.67; 
No. 26 tea pots, $2.33, and No, 953 
percolator tops, 7c. each, net. 

REGISTERS.—Stocks are well filled, 
with a steady market. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 


ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Sales are still fair, with 
no change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
$12 doz.; wall, $6 doz., and 


steel adjustable radiator 
shields, $2.67 to $4.37 each, net. 


ROPE.—Demand is_ steady, without 
high spots. Stocks are being kept 
rather low, but well assorted. Manila 
rope is quoted lower, with sisal un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 


rope, 24 cents, and best grade sisal 
rope, 17 cents, lb., base, 


SANDPAPER.—There is a fair demand 
for sandpaper, with stocks well as- 
sorted. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, 85c. per box of 75 sheets; 
second grade, 77c. per box of 75 


sheets, and garnet, No. 1, $16.75 per 
ream, net. 


SCREWS.—Demand is fair, with stocks 
rather light. The greatest change of 
the season is perhaps in the price of 
screws, which have been greatly in- 
creased in price. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Flat head bright 
wood screws at 50 per cent; flat 
head japanned at 37% per cent; 
Round head blued at 45 per cent; flat 
head brass at 45 per cent, and round 
head brass at 40 per cent from lists. 


SKATES.— The season of ice skate 
sales is practically over for the winter. 
There will be scattering sales, but the 
greatest demand has been passed. 
Roller skates will be very much in de- 
mand in the next few weeks. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 


skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair, net. 


SIDEWALK SCRAPERS.—There is 
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still a good demand for scrapers, with 
stocks well assorted. Prices are firm. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Kohlers sidewalk 
scrapers at $3.96 doz., net. 

SNOW SHOVELS. — Demand has 

dropped of in the mild clear weather. 

Stocks are ample for the call. Prices 

have not changed. 


SOLDER.—Demand is fair, with prices 
slightly lowered. 


jobbers’ stocks, 
Strictly half and 
Ib., and warranted 
net, in 


We quote from 
f.o.b. Twin Cities: 
half solder at 37c. 
half and half solder at 38 Ib., 
100-lb., boxes. 


STEEL SHEETS.—Demand is steady, 


though not heavy at present. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


STEEL GAME TRAPS.—Sales are still 
fair, with ample stocks on hand. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
$1.10; No. 1, $1.38; No. 1%, 
$: : Oneida jump, 
No. 1, $1.83; No. 1%, 
$2.81 doz. net. 


TIN.—Sales are fair, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


WHEELBARROWS.—Dealers are fill- 
ing in their stocks for the spring trade. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted_bar- 
rel tray type wheelbarrows, $36.50 
doz.; No. 1 garden, $6.25 each, and 
No, "2 tubular, $7.33 each, net. 

. 


WINDOW VENTILATORS.—Demand 
is very good, with stocks well filled. 
Prices are steady and firm. 


We quote ,from jobbers’ stocks, 
f.o.b. Twin Cfties: No. 02 steel frame 
window ventilators, $4.80; No. 
$5.60; No. 3, $6.40; and No. 4, $7. & 
doz. net. 


WIRE.— Demand is rather low at 


present. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Sales are beginning to 
show a slight improvement, with deal- 
ers filling their stocks. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o0.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from lists. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 
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The Remington Weekly Letter 
OUR NEW LINE OF SHEARS 


BOTH BLADES BEING OF THE SAME BOWS OF THE SAME 
UNIFORM DEGREE OF HARDENING HAIGH GRADE STEEL 
AND TEMPERING WILL LAST LONGER WILL NOT BEND 


HEAVILY NICKEL PLATED, 
RETAIN THEIR FINISH 


SCREW THREADS 
WILL NOT STRIP 


HOLLOW 
GROUND 































' 
SOLID CONSTRUCTION 
OF HIGH CARBON STEEL 


HAND SHARPENED, 
WILL HOLD THEIR EDGE BOWS ROUNDED 


POINTS DO NOT EASILY MARK OF ON THE EDGE, 
SEPARATE , CUT KEENLY QUALITY WILL NOT MAR 
JOINT TO POINT | FURNITURE 

















We are bringing out a new line of shears, so we will now ing quality of steel. This, | am informed, is one of the main 
talk only about shears. Shears and scissors are the only two causes of soft spots in the cutting edge. 
ee ie Ga tae he lee ao eee So we have developed a shear made with SOLID STEEL forged 
first weakness that develops in a shear is that soft spots appear blades. This steel is of the same quality throughout. It is a 
in the cutting edge of either blade. This is caused by the fact high-grade high carbon alloy tool steel. Naturally it is more diffi- 
that the steel in the cutting edge is not evenly tempered. When cult to work. However, the point at which we were driving as the 
one blade grinds against the other, naturally these soft spots most essential point in the manufacture of shears was to have 
wear away more quickly than the harder parts of the blade. a uniform cutting edge without soft spots. This can only be 
Then the shear becomes dull and it has to be sharpened. Ask done by making shears in one solid piece of steel and then 
any shear sharpener and he will tell you that when these soft tempering this picee of ‘steel uniformly. We accomplish this 
spots appear, it is next to impossible to sharpen the blade. tempering by the use of a lead bath thermostatically controlled 
The edge becomes irregular. In this condition your shear is to prevent overheating or underheating. Thus a fixed degree of 
practically worthless. heat is secured at all times in tempering. Now, having shear 
steel of uniform quality (no welding) tempered in this lead 
The second weakness that develops in a shear is in the screw. bath, the result is a line of shear blades tempered exactly alike 
This screw is held by a thread in the blade of the shear. If and of exactly the same hardness for both cutting blades. As 
the steel of this blade is of soft material, naturally the thread a result, no soft spots develop in the blades and the steel being 
soon wears. The F se y eayoe and as there is no way to very hard, the threads in the serew last an exceedingly long time. 
repair a worn-out thread, the shear becomes useless. On some 
shears which are manufactured of soft steel, an effort is made Then there are other advantages in this shear, sue ch as the 
to correct this weakness by using extra nuts and bolts. These process of hollow grinding. These other ad are 





y 
devi f doubtful val h he thread in the shearblade outlined on the opposite page. The leading points we wish to 
raped meds . ees , secre stress are the reasons why we ha ave manufactured a SOLID STEEL 


shear instead of a “Laid” shear, and of course these two para- 








Therefore, our problem in bringing out a new line of shears mount selling points should be used by our jobbers’ salesmen and 
was to correct these two main weaknesses in a shear. In the by retail clerks in talking to consumers about the quality of 
old-time “Laid” shear, the blade of the shear is made of two these shears. 
pieces of steel——a hard piece and a soft piece. The object 
of this is to use soft steel in making the handles, as a soft All of our sal are ipped with pl Full informa- 
steel is naturally easier to work. However, as the hard and tion in regard to prices, sizes, ete., is being sent to jobbers. 
the soft steel are welded together, it is apparent that to fuse In each package of shears will be « folder giving selling hints 
twe pieces of blade steel together, they must be subjected to a to the retail salesmen. On the opposite page you will find a 
high degree of heat, which destroys the carbon—the edge-hold- copy of this circular. 
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REMINGTON SHEARS 


SELLING HINTS TO THE RETAIL SALESMEN 


Each shear is forged from one piece of high carbon alloy tool steel, for that reason— 


1. 


10. 


11. 


12. 


We have had a number of requests 
for reprints of these Weekly Letters, 
to be distributed to salesmen ana 
others. We shall be glad to suppl» 
any of our customers with copies 
upon request. 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway, New York City Telephone, Bowling Green 3392 


They are stronger. 

They will not bend easily, (spring temper very tough). 
They will not easily break. 

They will not separate at the points. 

The screw threads will not strip. 

They heve remarkable edge holding qualities. 


. Uniformly herdened and tempered—Remington proc- 


esses fix that. 

Both blades having the same degree of hardness, the 
cause of one blade cutting the other is eliminated, the 
shear hes longer life. 


. Hollow ground, (like a razor.) 


Will not bind—enabling the user to cut the heavy 
materials with ease. 
Easy to sharpen. 


. All Remington shears zre hand sharpened, tested, 


ready for instant use. 


. Extra heavy nickel plating gives them permanent high 


finish, making them impervious to rust. 


Beautiful and modern in design. 
Are relatively light, non-fatiguing. 
Give perfect operation with minimum effort. 


Rounded bows eliminate possibility of scratching or 
marring sewing mechine tops, tables, ete. 


. Bows being made of same high quality steel as blades, 


they will not bend, break or get out of shape. 


. Each blade is made to precision specificetions which 


results in perfect fitting joints, proper blade tension 
and uniform adjustment. 


Made in a plant which has over 100 years’ experience 
in the heat treating of steel. 


Made by shear makers of long experience both in this 
country and in the finest shear factories in Europe. 


Made in the same factory and with the same czre and 
supervision as the Remington pocket knives which 
now occupy first place in the production of quality 
pocket knives in the United States. 


A Por 22e, 


President 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines. 
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Is the Peddler Making the Retailer 
a Better Merchant? 


By Robt. L. Pritchard 


a great theatrical critic. Let us, as business 

men, change this slightly and say “Conflict is the 
secret and soul of business.” But maybe to make the 
story, I am about to tell, more interesting, it should be 
told with the drama idea retained. I shall try. 

The setting takes place in a town far enough west to 
say “Where men are men.” To be specific, at Cheyenne, 
Wyo., a flourishing town of 13,000 population. 

To get into the story quickly, we will introduce the 
three major characters. First, there is Fred. He repre- 
sents the retailer. Naturally you would like to see him 
turn hero, but this story is not fiction and doesn‘t trans- 
form the retailer into an idol merely to please you. You 
can console yourself with this simple tribute: He’s a 
loyal chap, a pioneer in the business with perhaps 
squatter’s rights, so to speak, for the hand of the fair 
maid. O, yes, this is still business. The girl’s name is 
Goldie. She represents our sales or the profits we get 
out of business, or perhaps we can just look at her as 
the buying public. She’s worth fighting for. She’s the 
very soul of our existence. But she’s not married to us. 

That’s why other suitors come into the drama. And 
here we introduce the intruder. We, as retailers, like to 
call him that at least. He is the house-to-house can- 
vasser. We might call him Peddler but to avoid taking 
the romance out of the story, we shall call him some 
other name, say, Pedro. 

Now Pedro, to a neutral person, has a perfect right 
to life, liberty and the pursuit of happiness. That’s all 
right, but here’s where the conflict comes in. Both Pedro 
and Fred’s happiness depends on Goldie’s affections. 

Pedro, the peddler, has come from a far-away city. 
He is dressed stylishly. He aims to win Goldie from 
Fred. Fortunately or unfortunately, in business as in 
love, the best wooer gets the major attentions. Fred 
has been somewhat neglectful. And he is still some- 
what unprepared but is seriously thinking of how to 
maintain his inherent rights on Goldie. In the mean- 
time Pedro is doing his intensive wooing. He calls a 
meeting of housewives and then, with his high-powered 
salesmanship, determines to win Goldie—the housewives’ 
confidence—their money—your money, if you please. 

The trick is done quickly. Goldie is literally lured 
from the arms of her chaperons before they have time 
to think. She is taken away, perhaps never to return 
to her home. It’s a sad thing for the welfare of the 
community. 

This condition continues for some time. 


i Geers is the secret and soul of drama,” says 


But in the 


meantime Fred is growing more wide-awake daily. At 
first he couldn’t quite see why he was losing his popu- 
larity. But, after an analysis, the answer was com- 
paratively simple. 


It was because Pedro was a better 


love-maker or, in business terms, he was applying the 
most aggressive sales methods. Fred, untroubled by 
such rivals before, had not been as active as he might 
have been. But he is now in a fighting mood. You may 
call it jealousy if you wish. 

Plans are immediately made for a comeback. Natur- 
ally, like most anyone in trouble, Fred seeks advice from 
his friend who he knows will be reliable in a crisis like 
this. So Fred writes a letter to the manufacturer of 
his line of merchandise that corresponds to the com- 
modity Pedro sells. 

The reply from the manufacturer was decisive. They 
were as interested in Fred’s problem as he was. In 
substance, it said this: “Our quality ware which you 
carry serves the same purpose as the ware the peddler 
is selling in your town. And the beauty of it is that you 
can sell it at a saving of from 60 per cent to 75 per 
cent to the consumer. Our representative will arrange 
a demonstration at your store. 

Well, the demonstration day came. And the crowds 
came. For the preliminary publicity work had been well 
arranged. An appealing invitation letter was sent to 
the housewives of the community, an advertisement was 
run in the local newspaper in addition to featuring an 
attractive window display. 

To get back to the romance of our story, Fred has 
won back the good graces of Goldie. But he is not 
married to her. The conflict will continue. The best wooer 
will perhaps always receive the major share of Goldie’s 
affection. Nothing to be disheartened about, however. 
There is no romance to love without conflict and there is 
no spice in business without competition. But we all 
would rather taste the sweetness of victory than the 
bitter pangs of defeat. So let’s all be winners. 


Actions, Not Words 


SLENDER acquaintance with the world must con- 

vince every man that actions, not words, are the true 
criterion of the attachment of friends; and that the most 
liberal professions of good will are very far from being 
the surest marks of it—George Washington. 


O man’s world is any bigger than the man himself. 
That which his eye can see, his ear can hear, his 
heart can feel, make up for him the universe. For no 
man has anything he can’t use. What good is money to 
a Hottentot, or a magnificent picture to an idiot? The 
whole world for you lies under your own hat, and it is 
just as large and just as varied as your own mind will let 
it become.—E xchange. 




















HARDWARE AGE for JANUARY 26, 1928 








Shite the doors inside 


one of these methods will take care of any condition 


b rnd cannot make a mistake installing garage 
doors if you specify R-W hardware. R-W 
experts have perfected several methods that meet 
all requirements. Two are illustrated here. 

Slidetite equipped doors (above) are so easy to 
operate that a child can open and close them. 
All the hardware is inside the garage where it 
will work better and last longer. 

Slidaside (below) is frequently the method 
specified when a garage is not deep enough to 


fold the doors inside. They slide around the 
corner against the wall, regardless of the distance 
from door jamb to side wall. 

R-W garage door hardware eliminates center 
posts, leaving a clear and unobstructed full width 
opening. Doors are adjustable—always fit snug. 

R-W door hardware, the largest and most 
complete line made, solves any and every door- 
way problem you'll ever meet. 





AURORA, ILLINOIS, U.S.A. 
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Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis 
Minneapolis KancasCity LosAngeles SanFrancisco Omaha Sea 


New Orleans 
ttle Detrole: 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON, ONT. + Winnipeg 





(1142-a) 































































































































































































ShZ ie 
Tt |002 | siz oz |: II 
¢ | dOF I OLT GLI 06 CLI 061 tek 
8I ‘ O9T | 99 T | sor a 
24 sod 5°56 (Hr ee | ae | oot eet | ost | set oct | cer | ort | ost ost | sor | oer |<": aS: suid [omop poqueg 
x a 
Bn grey «Rea ys Bomyed a | fe met Lere>| $i or tere: Leer a tan lee i 7 : 
oud 3B. OL . os epee 69 sz | a6 | es. | os | 86 | oor a a Srreie qysuq ‘seu INO} 
4 ae. oe as 04} Ul «Met | G6 i idee oP . ‘s[reu xoq Alieg 
a ens yea s0punys 96 %z | ds TE ids cole iad LION Si xoq Aeg 
sivadde bo gga pel «GL | «SL | 9OT "Kz aL GZt_ | S8t | OST | SST 2 b... Se eee eee Bevan? 91 ON i awe joLreg 
— Suryzom 4nod $1 seedite ~~ 401 «OT ed : a& | G9 a | Ct 0Sz 4 ocz O8Z poet Beeeebe ‘ ree poet joo poqueg 
‘Sungo p4tyz ay} ul ‘043938 Zz 6 «6 18 %I as CZZ 08% CHI O1Z Sho a: ace ta mteraee [te 
Ty uasxS paw ‘aojed 2e0q a i : 28 «8 4 “BAT Ke 06 c6 SII of ps ost | Sst 
-O} Bl 2q) pue uwinyo ey} an JEG 4B a% C6 OL e 
puoses oy dt grey + . 9 | ao9 %1} ds eS) 18 % 1% | % | svg 
Sam ‘Buyzyuvayes "wnxe ue a Zi¢ aos | 89¢ % T | d@ s9 “Al Al L aren 
“ul vo pag eee ae FL 928 . Zz Yel %I “Al el 
242 4 
pe ur oud pe 8 ey punog|yisue] ‘s[Iey] jooy 
‘Soak 6 Ge Gat pk oe nog |q}3ueT Od “STEN mor) “SI 
coe aw pe epenod ‘ppt 30 er e Pd — said PPMog TEN [e1eg uo sexy 
ozs fue noA SOAL as xoq—s . 
Bey sed sd11d 943 ‘204yjo 30 at) STTBNT 
Q| w sours & ay 1 yenjodod pus (S72DAy O23 ; 2 Suiziuvares 
: Sn bere eee eure mae ) eect a 4 | Apyoom 998 ‘uoreuisozur Suey ayeu ash wo roses Tepeds 
“| Aadaed sig, — Nomty ae i Seat acta bart By ere He BP og $°q1 O01 49d 9¢z ‘payee 
Ne} So  eeeoereeee seqidg 
" 5 Sql OOT Jad ogy ‘peazy [epeds ‘-q Pe ee ee oe a 
m ser 250 “Wag repees tq GZ $% 9% |. viak Pine beeaneecee sae ouly 
tM ql 001 oe og cZ SZ RRs Se —) 
< or | ¢ CR) SR ea ene aia 
GZ ee ae apZurys 
=) se | ge e Rony eee eee NIG S[rea Ww] 
Sh av «8 ak Bel ee see A. ey tee 0Sz Pee TE Tyce anyiq sit 
< ett | -OL | «6 | «8 |. we A be OE Gee. «dd GRR Reaper = eS 
~ ~ ee: eee bende EP stig es RPE A Gr 
, | oe | siz re np ee Gate og | os Me [eee Paces Pree Pee voy Bul 
2 bi BuyXq “5S SoS Ss oe 8 Reeeen ee oz | o9 | so | 09 po o¢ | og | OS | OF Soe eee (coer ree Ceceereerenenyy quay eBury 
3) C61 pine 08 Cl 4 L cg ¢9 ro 09 c¢ ere: + Sate sees . ny ee wae eee! fe. Se 909] 
.o) GcZ | 0S2% c6 8 OL 0. z OL ¢ 9 te OES ye apes Seka eke ioe. Aimee #unsg 
< ClZ SOl cS 0 cs O08 SL. os cL OL ec * p Ze cee come Mees ee Te ayzurys 
ome oo | oe. bole ‘ot Boe ee aed oe he epee Bh ors hes Belt Dien Rae AS Si eae AAwoy 3BOR 
= oct “2° POOF 66 ee 4 reer oe op OF . 3 08 tee : Ras ey sees =e eee eA een ee ee quail 39OKL 
< S6 A 20 ie a OR Ste FORE Beas Buy. * ptose, BM ae Bee nea aes xoq q}00UI 
log |e | go foe foe foe 5 Eng (ah eo | PRR Sis ee speag SuL0OUE 
a | ost |" | oor |---| gs mj 2 |... 2 ee on oe ee a, srr 
tT | : = = + oe | ae A oe oie , et pe S.) St. Be: PEE reeds 
~ " cg 3 C 4 ee OY Pee 1 le aa UTystur 
SII rT | ge | 00 cc | oc | 9 po OF ce | & = Soom eis ree nc eee Pree @11M WOUTUOD 
91 so | op | 9 | oF | & w@% | 9% | 9% | 92. ce 
eye Gg cL : G9 09 4 OF ce o€ ce c GZ 
etme hl ee SOL | 6 04 ce 0g ov ec 0g ov C7 SZ 8% = 
OLT ee 09 c¢ 09 CG ‘ e CZ 
4 OL co ce | 08 a ES ccvg | SX 
a eae a ae cl amt ae EE. o9 | siyy, | sig | oseg 
= a * ee | @.| op | oc | ol | doz | aoe | aor | aos | aos | smut 
es ny CIT ee eee, Senee, eae I | azt | ast 
SOT BMS Erne te | . as aé | ao 
——}|—_ +-— . a9 {| ad 
yar] war ae | %e¢ | ay | as 10} papiduro7) 
az; aia = ‘WW 4q 39y suvMauvy 
Cee a d TWALAddad 
© Lz61 | “29q PATI 















HARDWARE AGE for JANUARY 26, 1928 ‘ 


Jiffyseller Costs 
Less to sell 

























Results \ 
as Large 
Stock | 


A sales aid for the Hardware Dealer—an easier and less 
expensive method of carrying and selling Hack Saw 
Blades, offering for a minimum investment a full assortment 

of best selling lengths and numbers of teeth in Hack Saw 
Blades. A sales problem simplified and more customers satisfied. 


“Jiffyseller” Simonds Hack Saw Assortment, in the convenient con- 
tainer, permits you to sell Hack Saw Blades quickly and at a profit, 
with a small stock investment, directly from the container—three boxes 
in one—conveniently arranged in salable length blades—8-10-12 inch, and 
the proper number of teeth—18-24-32—one gross in all. 

Your jobber can supply you. 


Simonds Saw and Steel Company 
“Established 1832” 
Hardware Department Fitchburg, Mass. 


SIMONDS 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them \ b 











“You seem pretty proud since you gave 
twenty-five cents to the Red Cross fund.” 
“Yassah,” said Erasmus, “talk about 
doin’ yoh bit—Ah done mah two bits!” 





Little Boy—“Mother, may I have a 
nickel for the old man who is outside 
crying ?” 

Mother—“Yes, but what is the old man 
crying about?” 

Little Boy—“He’s crying ‘Peanuts, five 
cents a bag.’” 





“My dear,” said the old man tenderly, 
“today is our diamond wedding, and I have 
a little surprise for you!” 

“Yes?” said the silver-haired wife. 

He took her hand in his. “You see this 
engagement ring I gave you seventy-six 
years ago?” 

“Yes?” said the expectant old lady. 

“Well, I paid the final installment on it 
today, and I am proud to announce that it 
is now altogether yours!” 





An arm protruding from the car ahead 
means that the driver is: 

1. Knocking ashes off a cigarette. 

2. Going to turn to the left. 

3. Telling a small boy to shut up, he 
won't buy any red pop. 

4. Going to turn to the right. 

5. Pointing out a scenic spot. 

6. Going to back up. 

7. Feeling for rain. 

8. Telling his wife, Yes, he’s sure the 
kitchen door is locked. 

9. Saluting a passing motorist or going 
to stop. 





“Your sister is spoiled, isn’t she?” 
“No; it is just the perfume she uses.” 





Jimmy, aged nine, was escorting his 
younger sister, Ruth, to school. Now, al- 
though Ruth was more than a year 
younger than Jimmy, she was much bet- 
ter read. 

On the way Ruth slipped and tore her 
new frock. “Jimmy,” she said, “if you 
want to show people your chivalry, you 
will give me that pin in your trousers.” 

Jimmy, blushing furiously, retorted: “If 
you think I’m gonna show my—my chiv- 
alry just so you won't have to show your 
petticoat, you’re off your block. Go on 
home and get yourself a pin.” 





The professor had just finished an eve- 
ning talking on Sir Walter Scott and his 
works when a lady said: “Oh, professor, 
I have so enjoyed your talk. Scott is a 
great favorite of mine.” 

“Indeed,” said the professor, “what one 
of his books do you like best.” 

“Oh,” answered the lady, “I haven’t read 
any of his books, but I am so fond of his 
Emulsion—I’ve used a lot of that.” 





Two autoists met in an alley too narrow 
to permit them to pass each other. One 
of the autoists rose in his car and shouted 
to the other: 

“T never back up for any d——n fool.” 

The other driver quietly put his car 
in reverse, backed out, and replied: 

“That's all right, I always do.” 





Custom official at the Canadian border 
(producing bottle): “I thought you said 
there was nothing in your bag but wear- 
ing apparel. What’s this?” 

The Mrs.—“Oh—er—that’s my husband’s 
nightcap !” 





The Victorian spinster who continued 
to refer to legs as limbs, asked the maid 
whether she had given the canary its morn- 
ing bath. 

“Yes,” the maid replied; “you may come 
in now.” 


SNAPPY BUT CLEAN 
Beneath the spreading chestnut tree 
The smith works. like the deuce, 
For now he’s selling gasoline, 

Hot dogs and orange juice! 





Salesman—“What terms would you pre- 
fer?” 

Customer—“Oh, I think I’ll take it on 
the wrestling plan—a dollar down, and the 
rest cash-as-cash-can.” 





A new 5 and 10 cent store had been 
opened by a man named Cohen. A woman 
came in one day and selected a toy for 
which she handed the proprietor a dime. 

“Excuse, lady,” said Cohen, “but these 
toys are 15 cents.” 

“But I thought this was a 5 and 10 cent 
store,” protested the customer. 

“Vell, I leave it to you,” came the reply, 
“how much is it, 5 and 10 cents?” 





Once girls were taught to dot their i’s 
and cross their t’s; now they learn to dot 
their eyes and cross their knees. 





O—“TI just thought of a good joke.” 
K—“Aw, get your mind off yourself.” 





Surgeon (to attendant)—“Go and get 
the name of the accident victim so that 
we can inform his mother.” 

Attendant (three minutes later)—“He 
says his mother knows his name.” 





Bill Sweeney says an Irishman saw a 
steam shovel for the first time the other 
day. " 
He looked at it in operation for a while 
and then remarked: 

“Begorrah, it sure can dig out a lot of 
dirt, but it can’t vote.” 





Priscilla—“I prayed for you last night.” 
Tom—‘“Next time telephone.” 





Only a small per cent of the girls of 
our country are working girls, the rest are 
working men. 





From an account of an Oregon wed- 
ding: “The bridegroom’s present to the 
bride was a handsome diamond brooch, 
together with many other beautiful things 
in cut glass.” 





A group of tourists were looking over 
the inferno of Vesuvius in full eruption. 

“Ain't this just like Hell?” ejaculated 
a Yank. 

“Ah! zese Americans!” exclaimed a 
Frenchman, “where they have not been?” 





“We've had the best time playing post- 
man,” exclaimed the small hopeful of the 
family. “We gave a letter to every lady 
in the block.” 

“But where did 
dear ?” 

“Oh, we found ’em in your trunk in the 
attic, all tied up with a blue ribbon.” 


you get the letters, 





Taxicab Driver—“Where do you get 
that ‘Home, James’ stuff? This is a taxi— 
see!” 

Passenger—“Pardon 
Home, Jesse James!” 


me, my error. 
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BOLT CLIPPERS — NUT SPLITTERS 
CHAIN CUTTERS — WIRE CUTTERS 








Porter tools cover a far wider range of cut- 
ting operations than the names—bolt cutter, 
nut splitter, etc.— indicate. And their use 
spreads to all trades where metal must be cut. 
Garages find them very handy and speedy on 
a nut, bolt or rod removal, machine shops 
carry them in tool ‘cribs’ for use on all small 
stock, construction men save costly labor 
cutting rib rods by using Porter cutters, elec- 
trical workers avoid labor and lost time by 
using them when cutting cables, etc., and 
steam and electric 
railroads find them 
almost indispens- 
able. Shippers, 
Plumbers and. car- 
penters use them 
for cutting project- 
ing metals and 
nails. 


They cost little, but 
what gluttons they 
are for hard work. 
And the price is re- 
markably low. Ask 
your hardware and 
mill supply dealer. 


H. K. PORTER, INC. 


EVERETT, MASS., U. S. A. 





Pages depicted above are . 
reproductions from booklet =| 
--shown at right. It has - 


- eaused favorable comment, 
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Like a Good Soldier 


A good nail keeps its head erect, stands 
straight and drives straight. It knows its 
duty and does it. The difference between 
an American Steel & Wire Company's 
nail and an ordinary nail is comparable 
to that between a West Point Cadet and 
an ordinary recruit. 

The primary valueof a nailis in the quality 
of thesteelandin the perfectdrawing ofthe 
wire,thenin theshaping of the head and the 
cutting of the point. Note the clean, sharp 
point, the firm set head showing ample 
metal, the well-punched barbing and the ac- 
curate gauge on American super-quality nails. 
Test their superior strength under actual usage, 








Itisreal economy for your customersto buy super- 
quality nails as an insurance against ruining 
one material. Every keg is packed full weight 

. One Hundred Pounds, net, in each keg, 


Amdtican oe Wire Co. 


CHICAGO - 208 la Balle SALT LAgE cITY Walker Bank 7 
30 Chureh 


So. Street 
CLEVELAND - Rockefeller Building NEW 
D T - Foot of First Street BOSTON. - Statler ae, 
CINCINNATI - Union Trust "building PITTSBURGH - Frick 
M PAUL PHILAD IA - Widener Building 
Merchants Nat'l Bank Ci Bae Paul ATLANTA - ~- 101 Marietta 
8ST. LOUIS - live Street WORCESTER - - 94 Grove Street 
KANSAS CITY - “at Grand Avenue BALTIMORE - 32 So. Charles St. 
OKLAHOMA CITY B ‘ALO - - 670 Ellicott Street 
- + First Natl. “Bank ‘Bldg. WILKES-BARRE - Miners Bank Bidg. 
BIRMINGHAM - Brown-Marx Bidg. *SAN FRANCISCO Russ Bldg. 
Be a ee aa Se *LOS ANGELES 2087 E. Slauson Ave. 
- pulen and Planters Bank Bldg. *PORTIAND Al Sts 
DALLA etorian Building *SEATTLE 4th Ave. 80., & Conn. Sts. 
DENVER - First National Bank Bidg. *United States Steel broaucte Co. 











The Nutmeggers 
(Continued from page 35) 


meggers. also, but so far I have not had anyone claim 
the reward! 
x * 

There are two classes of people in the world to whom 
I am under the deepest obligations. One class is the 
retail hardware dealer, and the other is the traveling 
salesman of the United States. What little success | 
have achieved in a business way in this world could 
never have been attained without the help and support 
of both of these classes. Before it is too late, allow me 
to take this occasion to express my heartfelt acknowl- 
edgment of the friendship, good will and loyal support I 
have always received from both of them. You know, 
some of us with strong Scotch instincts hold on to our 
bouquets of flowers so long that frequently the time 
passes when the flowers can be accepted with apprecia- 


tion ! 4 
*x* * * 


The Hardware Boosters of New ¥6rk and The Nut- 
meggers are two great organizations. You should just 
hear them laugh. It would do your heart good! 


Do Mail Order Concerns Paint 
Your Town Red? 


(Continued from page 40) 


merchant can copy them down for a business-building 
mailing list. 

And here’s a good tip in dealing with these foreigners: 

If some enterprising dealer will write them letters in 
their own patois, he will grapple them to his heart with 
bands of steel. Distinguishing the names in most cases 
should not be difficult and the cost of foreign transla- 
tions ought not run very high; in fact, the results that 
should ensue from this plan would more than offset any 
extra expense. It would be too intricate a problem for 
mail-order concerns to handle but the local dealer can 
put it over readily. 

And in so far as long time credits are concerned, it is 
not necessary to offér them. Factory-to-consumer 
paint concerns have to do this to get the business from the 
local dealers and, it must be said, that their losses are 
very small but their margin of profit is more than big 
enough to take.care of bad accounts. The man from the 
old country, as a rule, pays his bills but wants to get the 
merchandise in his hands first; after that he’s ready to 
pay at any time. 

From experience, I’ve found that this element in our 
population will not buy, even on long time credit, unless 
the money is on hand to pay. Moreover, you must re- 
member that the Bloo-Cote Mfg. Co. is circularizing 
property owners only and collections can be made by law. 

And now we come to the winter time when most re- 
tailers forget that they stock paint. Even mail-order 
paint concerns quit circularizing during this season and 
factory-to-consumer canvassers put up their grips until 
spring; therefore, this is just the season of the year 
when merchants should circularize property owners and 
painting contractors with increasing vigor. 

It will help take precedence over competition when the 
yainting season rolls around again. Besides, there is quite 
a bit of interior decorating work being done wiiilé. the 
snowflakes fall. The paint retailer who keeps after busi- 
ness in the winter time will have little competition because 
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practically all other competitors cease activities during 
that period. 

Moreover, he won’t be in a quandary like the two 
paint dealers who were overheard arguing on Main 
Street. 

“There ain’t no hell!” said one of them firmly. 

“Then where has business gone?” asked the other 
heatedly. 

The paint dealer who uses mail-order methods to fight 
mail-order competition, won’t have to answer this query 
by complaining that the folks around his locality are 
mailing their paint orders out of town. 


Not Exactly Magic— 


HE late Harry Houdini is often lauded as one who 
exposed the “fakes of the supernatural.” 

Yet few of those who talk so glibly about Houdini’s 
idol-busting know the real story behind it—know that 
the great trickster fully realized that there is a something 
beyond these five senses of ours, something that the 
average mind is utterly incapable of grasping. 

For instance, the master magician would ask one of 
his audience to pick a card out of a deck, memorize it 
and replace it. He would shuffle the deck thoroughly, 
select a card and hold it up before the subject, asking, 
“Ts that your card?” 

Invariably it was not the right card, and the other 
person would say so. Houdini then moved the card a 
little closer to the “victim’s” face and asked again. No, 
it certainly was not the right card. The pasteboard was 
moved closer and closer to the subject’s eyes—and very 
gradually it changed into the original card. 

All this was done slowly and deliberately, in full view 
of the other person. 

Listen to this: 5 

A group’ of Hindu fakirs (not fakers) came to Holly- 
wood and amazed a number of film men with their 
mysterious tricks—rope climbing, plant-growing and 
other well-known feats of magic, or whatever-you-call-it. 
The movie men were delighted. ‘We'll have all these 
tricks ‘shot,’”’ they said. “They'll make a great hit.” 

“Not so’s you’d notice it,” said Houdini, in effect. 
“Your eyes might see those tricks, but the film won’t take 
them, because they're simply not happening.” 

The movie men scoffed loud and long Anything they 
could see the camera would take. So, while plants grew 
up mysteriously and while Hindus threw ropes into the 


air and climbed heavenward on them, cameras clicked. 


and everyone was duly expectant. But when the pictures 
were developed, they turned out just as Houdini had pre- 
dicted. There were Hindus making motions, but not a 
trace of the growing plants, the ropes or the climbing 
men that the onlookers—hard-boiled movie men—were 
sure they had seen in broad daylight. You figure it out. 


Filial Respect 


HE cycle is like this: When he is a little boy his 

father knows more than any man in the world; he is 
a walking encyclopedia. When the boy becomes ten or 
twelve years old, his father begins to go back and by the 
time he is seventeen years old his father is absolutely 
dumb and knows nothing at all. Then comes a change, 
and the father begins to pick up. By the time this young 
man is twenty-one his father is almost normal again.— 
Christian Register. 














Cash In on the Demand 
for ELECTRIC SPRAYIT 


This Compact, Simple Spray Device 
Saves 75% on Time Costs and 
Does a Better Job 


Electric Sprayit fills the long-felt need for a light, 
portable and practical spraying device for spraying 
lacquers, varnishes, paints, enamels, anti-fly prepa- 
rations, moth preventives, exterminators, disinfectants 
and liquids of all kinds. It is compact, simple, works 
from an electric light socket and makes spraying 
practical any time, ahywhere. It has a wider range of 
uses than a vacuum cleaner. Can do a paint job 
in about one-fourth of the time required by the brush 
method. Anyone can operate it. Price only $34.50. 
Guaranteed fully for a year. Your trade wants it 
and will buy it on sight. Write today for full in- 
formation on our dealer proposition. 


ELECTRIC SPRAYIT COMPANY 
223 Iron St., Detroit, Mich. 


aint 


ELECTRIC SPRAYIT CO., 
223 Iron St., Detroit, Mich. 


Gentlemen : 
7 : 
(0 Send me one Electric Sprayit at $34.50 f.0.b. Detroit. 


(CO Also full information on your dealer proposition. 
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Trowel 


A man might write a thousand words about 
Trowels, but none would mean so much 
to men who use Trowels as the name: 


W. ROSE. 


Good Wholesalers sell them. 


WM. ROSE & BROS., Sharon Hill, Pa. 


George K. Goodwin, Owner. 
Selling Agents 


Wiebusch & Hilger, Ltd., 110 Lafayette St., New York 














Chair 
Tips 


No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of 
rocking chairs. 
Durable and easily 
fitted to the rocker. 


Catalog, prices and 
terms on request. 





Elastic Tip Co. 
370 Atlantic Ave. 
Boston Mass. 


No. 13, % inch 








REPUTATION 


By Alvan Macauley, President, Packard Motor Car Company 


HE man who builds and the man who buys are 

both beneficiaries of a good reputation. To the one 
it is a continuous spurr and an inventive—to the other 
the strongest of all guarantees that what he buys is 
worthy. 

We sometimes speak of winning a reputation as though 
that were the final goal. The truth is contrary to this. 
Reputation is a reward, to be sure, but it is really the 
beginning, not the end of endeavor. It should not be 
the signal for a let-down, but, rather, a reminder that 
the standards which won recognition can never again be 
lowered. From him who gives much—much is forever 
after expected. 

Reputation is never completely earned—it is always 
being earned. It is a reward—but in a much more pro- 
found sense it is a continuing responsibility. 

That which is mediocre may deteriorate and no great 
harm be done. That which has been accorded a good 
reputation is forever forbidden to drop below its own 
best. It must ceaselessly strive for higher standards. If 
your name means much to your public—you are doubly 
bound to keep faith. You have formed a habit of high 
aspiration which you cannot abandon—and out of that 
habit created a reputation which you dare not disown 
without drawing from disaster. 

There is an iron tyranny which compels men who do 
good work to go on doing good work. The name of that 
beneficent tyranny is reputation. There is an inflexible 
law which binds men who build well, to go on building 
well. The name of that benevolent law is reputation. 
There is an insurance which infallibly protects those 
whose reason for buying is that they believe in a thing 
and in its maker. The name of that kindly insurance 
is reputation. 

Choose without fear that which the generality of man 
joins you in approving. There is no higher incentive in 
human endeavor than the reward of reputation—and no 
greater responsibility than the responsibility which repu- 
tation compels all of us to assume. Out of that reward 
and out of that responsibility come the very best of which 
the heart and mind and soul of men are capable.” 


, PROSPECT STREET 


(Direct Road to SALES SQUARE and SUCCESS 
TERMINAL.) 


T is beautifully located and much sought after by 

the traveler. It is the oasis in the wilderness. 

The following streets and avenues will take you there— 

RECOMMENDATION AVE.—(A very short road 
and leads direct). 

GOOD REPUTATION LANE—(A solid road on 
which everyone may travel). 

SATISFACTION STREET—(Often recommended 
—runs direct). 

ENERGY & APPLICATION STS.—(Run parallel 
—both will reach there). 

PROMISE CIRCLE—(Very indefinite—sometimes 
you may reach Prospect Street, but often you will find 
yourself at the place where you have started). 
—HARD WORK ROAD—(A seemingly winding road, 
nevertheless very sure, and if the traveler is alert, he 
will soon see the short-cuts; such as Recommendation 
Avenue and Satisfaction Street). 

BEWARE OF 

PARK STREET—( Nicely paved, and invitingly rest- 

ful, but runs blind and gets you nowhere). 
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A 1928 Message 


W. H. Coles of the W. H. Coles Commercial Com- 
pany, Newcastle, Wyo., sends the following letter which 
will be read with interest. 


We believe that the Jobber is indispensable. That the 
jobber is the Daddy of MOST retailers. That the re- 
tailers’ success is due largely to the financial aid received 
through the jobbing channels. 

That without the jobber stocks would be LIMITED 
and the speed of the consumer, “The Producing Con- 
sumer,” would be reduced to the LOW minimum. 

In our belief after thirty years of Buying, we truly 
believe that the main sprocket that turns the Wheel of 
PROGRESS is the JOBBER SPROCKET. 

With the countless millions of items to buy “These 
Days,” no jobber can buy from all manufacturers; it is 
up to the manufacturer to prove to the jobber that he 
has created a demand and market for his wares; until 
he has, it is up to the wide-awake retailers to buy such 
new items direct from the manufacturers, and that such 
manufacturers should not feel at outs toward the Jobber, 
or the retailer for buying in small quantities. 

For 1928 we aim to continue in the future as we have 
in the past, that of pushing the loyal manufacturer’s 
goods that sell exclusively to the jobber or retailer ; those 
that sell all three—jobber, mail-order houses and retail- 
ers—will find their goods undisplayed in our store, we 
are not giving the consumer the opportunity of examin- 
ing the goods of such manufacturers and then go home 
and order from Sears or Ward. Principle is worth more 
in the end than money—money alone cannot buy worth- 
while loyalty or lasting friendship. 

Thirty-seven years the writer has been building on his 
character, and our ability to carry on our business 
through all the bank failures that have come our way in 
the last five years is due much to the confidence that the 
jobbing trade has expressed toward us, and we certainly 
shall not allow their loyalty to exceed that of our own, 
with their cooperation we expect to continue on in spite 
of the failures of any mail-order house that may come. 

Man came into the world to make the world better 
by having lived in it, and if he does his part, there is no 
reason to believe that he cannot continue to carry on any 
business that is of a reputable nature, a necessity, a pro- 
ducer—not a parasite. 

The only REQUEST we have to make of the jobbing 
trade is this: That those that see this article, who sell us, 
we certainly would appreciate in words MORE THAN 
WE CAN EXPRESS, if their SALESMEN would, 
when taking OUR ORDERS, “Leave us a copy of order 
with Quantity, Article and Price of same ; this thing alone 
has GIVEN us MORE GRIEF and Caused us MORE 
embarrassment than any other thing that has ever Come 
our way in our thirty-three years of merchandise expe- 
rience ; without that information a Salesman is positively 
nothing more than an ORDER TAKER. 

The things that we consider worth more to making 
your undertaking or efforts a success are these: Char- 
acter, WORK, Thinking and a “LITTLE MONEY,” 
backed by an endless number of customers—which we 
do not have. 

The thing that we will not admit as essential to the 
success of our business is Peddling; we have never 
reached the point in belief where we believed that our 
back was STRONGER than our brain; that it was wise 
to chase over your community with few items on your 
back, while you had thousands in your store for sale. 

(Continued on page 79) 








Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 








THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 





———— 
SESS 





the fact 


dise. 


All leading 


Worcester 
J. C. McCARTY 


FENWICK FRERES 





Every one testifies to 
that 
carry good merchan- 


you 


Keep your stock up. Seven 
sizes (6” to 21”). 


jobbers 


carry the COES Line. 


COES WRENCH CO.. 


“In Business Since 1841” 





SELLING AGENTS 


& CO 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 


It grips 


Every 


Give your customers 
their 
money’s worth 


No barked knuckles with a 
COES Wrench. 
like a vise—hoids on ,like a 
bulldog. You can’t break it 
—can’t wear it out. 
customer gets his money’s 
worth in a COES Wrench. 





Mass. 


re 253 Broadway, New York 


61 Shoe Lane, London, E.C. 
8 Rue de Rocroy, Paris, France 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 


CALIFORNIA RetTAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 


HarpwakE ASSOCIATION OF THE CAROLINAS CONVEN- 
TIoNn, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


CoNNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Bond, Hartford, Feb. 16, 17, 1928. Henry S. 
Hitchcock, secretary, Woodbury. 


IpAHO RetatL HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 


ILLINoIs RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Hotel Sherman, Chicago, Feb. 
14, 15, 16, 1928. Leon D. Nish, secretary, 14-16 N. 
Spring Street, Elgin. 


INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Indianapolis, Jan. 31, Feb. 1, 2, 
3, 1928. Convention headquarters, Claypool Hotel. Ex- 
hibit will be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 


Iowa Retatt HARDWARE ASSOCIATION CONVEN- 
TION AND ExurBiTION, Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 


LouIsIANA RetatL HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 


MINNESOTA ReTaiL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 


Mississipp1 Retail HARDWARE AND IMPLEMENT 
AssociaTION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MoNnTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A.C. Talmage, 
secretary-treasurer, Bozeman. 


NATIONAL RetTatL HarpDWARE ASSOCIATION CON- 
Gress, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExurBiTIoN, Municipal Auditorium, Omaha, 
Jan. 31, Feb. 1, 2, 3, 1928. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


New EncLtAnp HarpwarE DEALERS ASSOCIATION 
CoNvVENTION AND Exnisition, Mechanics Building. 





Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


New York State Retait HARDWARE ASSOCIATION 
CoNVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary. 
City Bank Building, Syracuse. 


NortnH Dakota Retait HARDWARE ASSOCIATION 
CONVENTION AND ExuIBITION, Minot, Feb. 15, 16, 17, 
1928. Exhibition at the Parker Auditorium. C. N 
Barnes, secretary, Grand Forks. 


Ou1o HarpwareE ASSOCIATION CONVENTION AND 
ExuHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building. 
Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg.. 
Oklahoma City. 


Orecon Retait HArpwarE & IMPLEMENT DEALERS 
AssociATION CONVENTION, Portland, Jan. 31, Feb. 1, 2. 
1928. E. E. Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 


Paciric NortTHWEST HarDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26. 
27, 1928. E. E. Lucas, secretary, Hutton Building. 
Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
AssSOcIATION CONVENTION AND ExHisiTion, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia. 


South Dakota RetaiL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum Building. 
Sioux Falls, Feb. 28-29, March 1, 1928. C. H. Casey 
secretary, Nicollet at 24th Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssocIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SouTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CoNvENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 


Angeles. 


VIRGINIA RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuIBiTION, Jefferson Hotel, Richmond, Feb. 
21, 22, 23, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 


WEst VIRGINIA HARDWARE ASSOCIATION CONVEN- 
tion, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton 
Ohio. 

WIsconsIN RetaiL HARDWARE ASSOCIATION CON- 


VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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A 1928 Message 


(Continued from page 77) 
Why drive your customer from your store by Peddling? 
The consumer bought his car for the express purpose of 
using it; why not let him use it? why destroy that privi- 
lege and opportunity? Why force him to buy from se- 
lection? We are different from the mail-order houses; 
they do the selecting for “Their Customers”; our Cus- 
tomers select the goods for us. We give our customers 
the opportunity of making their own choice of colors, 
sizes, etc., and of ordering what pleases their fancy, while 
the Mail-Order Houses say: “We have bought for you in 
large quantities the following patterns.’ 

Why harp on neat and clean stores, if you are going 
to persist in the peddling idea? Why not just run a 
Warehouse Store? 

Your truly, 
W. H. Cores Com. Co, 
By W. H. Coles. 





A Successful Accident 


AVORABLE comment and unsought publicity was 
recently secured by the Roberts-Dearborne Hard- 
ware Co., Clovis, New Mexico, through a sign costing 
two dollars and a timely “Break.” Automobiles are 
packed on the streets of Clovis, facing the curb. Not 
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PARK YOURCAR IN REVERSE 
@ABUST Hiardells WINDOW/ 
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so long ago, a gentleman came out of a store, cranked 
his car, but forgot that it was in gear. It jumped the 
curb, caught his clothing and crashed into the Roberts- 
Dearborne window. Rebounding from the crash, it came 
to a stop at the curb. The owner was only scratched. 

The show window was boarded up and in a spirit of 
jest, the sign which is shown in the illustration, was 
painted. It caused a great deal of comment and laughter, 
for Mandell’s is a large drygoods store directly opposite 
from the hardware store. 

Ten days after this incident occurred, a young lady 
lost control of her car while driving down the same 
street. It crashed up on the sidewalk and shattered 
Mandell’s two large show windows. The community 
entered into the spirit of the affair and the memory of 
the coincidence will last for many months. 

George C. Roberts, manager of the store and a direc- 
tor of the company, in writing to us says, “As a matter 
of advertising, neither Mandell’s nor we could have 
bought as much favorable publicity for the price of the 
three panes of glass, as we received from the two dollar 
sign.” Mr. Roberts is a past president of the Mountain 
States Hardware Association. 





SS Sie Both in appearance 


“GEM apsustasie 
REGISTER. 
SHIELDS 








os 





and efficiency, “Gem” 
Register Shields make 
a strong sales appeal. Handsomely finished 
in oxidized copper. Easily adjusted to fit all 
size registers. Floor Shield re- 
tails at $1.50; Wall Shield at 75c. 











1140 BROADWAY. NEW YORK,NY 
BUY FROM YOUR JOBBER 








The Reputation of 
BROWN & SHARPE 
TOOLS 


for accuracy and reliability 
finds them a ready 
market wherever 
metal is worked 











SAVE 40% 
COMPARE OUR PRICES FOR 
Letterheads, Envelopes and Labels 


’ 1000 2000 4000 
Letterheads 84, x 11 $3.50 $6.50 $12.00 
Noteheads 54x 8Y% 3.00 5.50 9.00 
Envelopes 3% x 6% 3.50 6.00 11.00 
Labels 3%x 5% 3.50 6.00 10.00 


Volume production, special machinery, 
standardized equipment, no open accounts 
enables us to save you 40%. 

Hammermill Bond paper-- with printing as 
GOOD asthe BEST, better than most. 


FEDERAL ENVELOPE & LABEL COMPANY 
240 W. 12th STREET, ERIE, PA. 











IVER JOHNSON. 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 
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SOLID BRASS——SUBSTANTIALLY NICKELED— 
a HEAVY SALES! 


Not how little do they cost—but how 
long will they last? That’s the question 
bath room fixture buyers ask today. 


RINGS bath room fixtures give everlast- 
ing service. That’s your answer when 
they ask that question. It practically 
settles the sale. 


But it’s clinched when you tell them the 
price. Solid brass fixtures, heavily nick- 
eled, fixtures with a reputation, for so 
little more. 


And the service each &INC@ fixture gives 
reflects itself in continued patronage at 
stores where they are sold. 







AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 


Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—!16 New Montgomery St. 
Chicago—29 E. Madison St. 

















Do you know why 
“Buffalo” Standard Galvanized 
Hardware Grade Sells So Well? 


It's easy to explain. 


For fifty-nine years the quality, durability and adaptability of this superior 
wire cloth have been ‘“‘buy’’ words among wire cloth users. 


Throughout the various stages of production—from weaving to gal- 
vanizing—the standards, set by experience, are maintained. 


You take no chances in stocking “Buffalo” Wire Cloth. You do 
take profits, however, by selling it. 


Write for catalog No. 8-AB. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869. 
518 Terrace Buffalo, N. Y. 


ualoW ThE 


“MADE UP TO A STANDARD—NOT DOWN TO A PRICE” 
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We manufacture strictly 
Spruce Ladders. 

Spruce properly AIR 
DRIED is superior to any 
other material for ladder 
construction. 


© Vic ron 


‘Our New Victor Step Lad- 
der for home use is in a 
class by itself. 
Our line includes Ladders 
for every purpose. We 
pay the freight. 























W. W. Babcock Co. 
Bath, N. Y. 





Extension Trestle 


£224444444444222228% 





Extension Painter’s Trestle 


| #2224280448% 




















“The Torch of a Thousand Uses’ 


THE NEW C&L EVEREDY 


No. 158 


Here is a torch designed especially for use in the 
workshop or around the home. It is the tool for 
the farmer, the householder and the occasional 
user. Popular priced—but a Quality Product 
all the way through. 


The burner is of bronze—the under generator 
type—and produces a clear blue flame of intense 
heat, using standard grades of motor fuel. 


The tank is heavy gauge drawn brass strongly 
reinforced inside and out and the pump is standard 
C & L double spring automatic, very quick and 
powerful. 

This torch is being widely advertised and will 


meet with ready demand. You should have it in 
stock. Ask your wholesaler—or write 


CLAYTON & LAMBERT MFG. COMPANY 


6282 Beaubien St., Detroit, Mich. 
Makers of Quality Line Gasoline Appliances for three generations 
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“Throughout. |)\) sets 
the lifeofany structure ||.) *o'=sectccriet 
GRIFFIN HINGES 
prove worthy of theim- 
portant part they play 
in daily service « « - 


RIFFIN AMERICAN SCREW CO 





EASE, F 




















\\} Wooden Joints | | 
\ i That Stand the Strain 


The joiner industry has found 

| that wooden joints put together 

with the proper kind of screws 

will stand the test of time and 
strain. 





American Screws have long 
been popular with joiners. The 
| sharp gimlet points of Ameri- 
can Screws make them easy 
to start; their true- running 
threads make them hold fast ; 
their heads stand the strain of 
heavy handling. ) 



































Z 





can Screws over the past cen- 


























PROVIDENCE.R.1.U.S.A. 


N N SY LVA NIA Western Depot: 225 West Randolph Sr., Chicago, LIL 


ranch Offices__, a 
New York: 46 oa st Put It Together With Screws ” 
Borton,’ 70 Batierymarch.. 


San Francisco, 708 Market St. 
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SELLING A METAL 
PROTECTIVE PAINT 


Your customers generally recognize the im- 
portance of protecting metal surfaces against 
rust and corrosion. They have, however, many 
different ideas about protective paints and 
their respective merits. 


A knowledge of three things is required in 
order to render your customers the service 
you wish in filling their protective paint re- 
quirements. This same knowledge will also 
provide arguments as to why cheap paint does 
not pay—either you or your customer. 

First, a knowledge of the pigment and vehicle 

used, 


Second, a knowledge of the service records made 
by the paint and satisfied users, 


Third, a knowledge of the manufacturer’s reputa- 
tion and facilities. 


With such knowledge, it is usually easy to deter- 
mine whether or not a particular paint will meet 
your customers’ requirements. 

In future issues of this magazine we will show 
the importance of the physical properties of pro- 
tective paint pigments and just how this informa- 
tion may be utilized to your advantage. 

That the reputation of the Joseph Dixon 
Crucible Company is unimpeachable is evidenced 
not only by out many satisfied customers the 
world over, but also by the fact that the year 1927 
marked our One Hundredth Anniversary. 

For one hundred years our business has fol- 
lowed every ramification of graphite used. With 
every known grade and form passing through our 
hands, we are in a position to select and use that 
kind of graphite best suited to any particular 
purpose. 

The labor cost for painting averages 114 cents a 
square foot. The labor cost is the same whether a 
cheap paint or a good paint is used. When you sell a 
good paint that will last twice as long in service, the 
labor cost to your customer is halved and your sales 
are greater. 


Write for dealer prices and Color Card 40-B. 


Joseph Dixon Crucible Company 


Established 1827 
Jersey City New Jersey 


DIXON'S ceararrs PAINT 


Adequate Protection at Minimum Ultimate Cost 




















Read page 43, 
Catalog No. 95, 
or write for more 
facts today. 





ALLITH 


No. 2 


WENTY years ago we designed Allith 

No. 2 for not only sliding heavy doors 
but for carrying boys, too—you couldn't keep 
‘em off on rainy Saturdays when the old barn 
was the neighborhood playground, gymnasium 
and circus all in one. 


Today the barns are gone, but we still have 
the boys—boys who ride the doors on rainy 
days like their fathers used to do. 


Let ’em ride. What’s the difference? They 
can’t sag the heavy, high carbon steel round 
tube track with the slot in the back for holding 
the extra number of brackets we furnish. 


They can’t break the one piece “certified malle- 
able” hanger that’s ribbed and trussed for 
double strength and that has no rivets or bolts 
to break or loosen. 


They can’t throw’ the upper roller bearing 

wheel, with its grooved and machined turned 

tread and hardened steel axle, off the track. 

And they can’t bind, stick or throw the door - 
out of line because the extra guide wheel, work- 

ing directly beneath the upper wheel, makes 

this impossible. 


We originated Reliable Round Track Straight 
Sliding Door Hangers—and we’re proud of 
it. They satisfy exacting architects; they save 
erection time for contractors and builders ; they 
make the owner forget his door even slides on 
hangers. 


ALLITH-PROUTY COMPANY, Danville, Iil. 
Manufacturers of 

Spring. Hinges Rolling Ladders 

Overhead Carriers Door Hangers 


Garage Door Hardware 
Fire Door Hardware 

















Allith-Prouty 
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QUICK 
and ACCURATE 


Adjust the work to 
the Vise, turn a set 


screw—remove from swivel base and the Vise 
takes the place of a jig, allowing the work to 
pass thru the machine operations and return 
to swivel base on work bench for finishing, 
This appeals to 
and appreciate high grade tools. 


NORTH BROS. MFG. 'CO., American St. & Lehigh Ave., Philadelphia, Pa. 


without change. 





Four Sizes 


all who use 





All jobbers can supply. 


“YANKEE” VISES are DIFFERENT 


» Designed for Tool and Pattern Makers and Other High Class Mechanics 


Outside accurately machined 
Swivel Base Quickly Removed 














Sell your stock this modern way 


> hardware mer- 
chants are proving that 
they can meet the = inten- 
sive competition by bringing 
their display = storage 
equipment up-to-date. 

The up-to-date equipment 
for hardware stores is Lupton 
“wg equipment —Steel Dis. 

Tables, Steel Shelving 
Display Door Cabinets 
which show more stock to 





McKnight Hardware Co. of Pittsburgh shows good display on Lupton Steel Display Tables. 


best advantage and keep every 
item systematically in place 
for quick selling. 

Now is a good time to in- 
stall Lupton Steel Equipment. 
Its cost is low and we'll help 
plan the layout. Complete 
catalogue free on request. 
Write for it. 


Davip Lupton’s Sons Co. 
2211-j E. Allegheny Ave., Phila. 





Lupton 8). eaves 


Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail motion work and also a 
helpful guide for salesmen's calls. ery sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 gd and corrections, and these 
all appear in the current Eighth Edition. 

, Hardware | A ha mrp find Verified TAst of great value in 

hecking”’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








FOSIERS 


Personal EK 





» BOLTS “> NUT 
|\CAPSCREW 








in Big Business 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 


of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND 
Union Ave. and E. 72nd St. 
Telephone Breadway 640 


CHICAGO 


6249 te 6205 West 6dth St 
Telephone Hemleck 4484 








There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 
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Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks and Small Nails in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


———“ |X| 








ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 
The targest and oldest manufacturers of Tacks 


and Small Nails in the world. 
EHetablished in 1810. 








The Baby Chick Season will soon be in full 
swing with a brisk demand for Good Poultry 


Equipment. 


Moe’s Line is a fine standard and complete 
line, moderate in price, and justly popular with 
the busy poultry man. 


A profitable line to sell. Write for Catalog and Prices. 


OEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 














& ‘ f0__ Dd 
ORT 





Olive-Knuckle 


The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle” 
Hinge which sold at about $3.50 per pair 
in iron. We offer this Hinge in iron 
(malleable) at a price which makes its 
use possible in competition with ordinary 
butts. Supplied in Malleable Iron, 
Brass or Bronze Metal. 


Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 

Designed on the 
principle of a multiple 
disc clutch, with six 
friction surfaces one 
inch in diameter; fric- 
tion adjustable. 

Circular upon request. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 












Every Display a Silent Salesman 


y, : 


Business Building Store Fixtures 


There is no more potent weapon known to the hardware trade for 
the independent dealer to meet and conquer competition than 
Heller display cabinets—and merchandise tables. The prosperous 
New Jersey store shown above installed Heller Pivot door wall 
cabinets and Heller Masterpiece display tables about a year ago 
and has increased its sales steadily ever since. Heller equipment 
will help you, too. Our suggestions place you under no obligation. 
Write either address. 


W.C. Heller & Co. coe baie bee. New York City 


Send details and prices on items checked— 
Oo Piceley Door oO Complete Store 


Penn. Metal -— Displa: Tool 
O paw Rack O fale Fabtes O xangers abinets Equipment 
1 Name ieUeE Reka aess UA ebecbh ne 800086008 46 4, gb. 0d oe ben REC RDHUCENS + 6:0 «:e 
26 
Oa Address Pe eh esler, WA voeene due eps su ake tek eek sewioneeameen osname 
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TEN 
BIG DISPLAYS 


for Ten Big Lines 


MILLERS FALLS DISPLAYS 
are selling more tools for 
aggressive merchants all 
over the world. 


Write for particulars 
MILLERS FALLS COMPANY 
MILLERS FALLS, Massachusetts 


Electric Drills Braces Plain Screw Drivers 
Automatic Tools Hack Saw’ Blade 
Hand and Breast Drills Hack Saw Frame 
Auger Bits Levels Mitre Boxes 





Automatic Tool 
Display No. 500 








a 
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The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 











Russell Jennings 
Auger Bits 






ramones Mr. Russell Jennings 
Electricians in 1855 
Auger Bi 

Quick Boring Thread 


Russell Jennings Mfg. Co. 
Chester, Conn. 











Stone Splitting 
Wedges and Shims 


Complete catalog of 
Granite Cutting Tools 
and Supplies on request. 





Trow & Holden Co. 
Barre, Vermont 








ill Cover 
The Field- 





Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 


Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
_ you are looking 
or. 















































| 
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Extra Money from House Numbers 
This Attractive Counter Display Does It 


Your customers will buy 
house numbers if you'll 
display them. The hand- 
some Premax line includes 
brass and aluminum 
figures to suit every taste 
and pocketbook. Packed 
in convenient units of 10 
or 50 assorted numbers 
each. Ask your jobber or 
write. 


NIAGARA METAL STAMPING 
CORPORATION 
Dept. H.A. 1-26-28 
Niagara Falls, N. Y. 





In cartons of 10 each or 
in attractive counter dis- 
play boxes of 50. 



















Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless, 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, Wire Rods, 
and Steel Fence Posts to 
standard or special analysis. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLE 


BETHLEHEM 


This Metal Cabinet Sells 
More Domes of Silence 


It catches the eye and customers buy. 
Every home needs Domes of Silence. 
Back of cabinet contains one gross sets 
of six assorted sizes in packages of one 
doz, and 2% 
doz. each. This 
convenience en- 
ables clerks to 
procure the 
right Domes 
instantly and 
make sales 
quickly. When {\ 
sold, order re- 
fills. Liberal 
—— profit. Write 


DOMES of SILENCE, Inc. 


21 PEARL STREET NEW YORK CITY 

















WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee IIl.; 
Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 
Walworth Co., Limited, 10 Cathcart St., Montreal, P. Q. 


Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 























KEYSTONE 


No. 333 


“$Soc-Kits” 











No. 222 
Six Keystone 
quality sockets 
with 7” handle 
of hexagon 
steel. 





This handy little 
auto kit consists of 
a pressed steel case 
of heavy gauges 
steel containing seven sockets of different sizes, and a 
9” hexagon steel handle. 

The quality socket wrench line. Special features 
of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 
Buffalo, N. 


Sales Representatives—Surpless, Dunn & Co., 
New York—Chicago 

















400 N. Monticello A ve., Chicago, Ill. 











space. Make top shelves safely available 


stock purposes. One style--neat of 
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Classified Opportunities 











- 


Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, q 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Opportunity Exchange Section PE. pcre caceces 
Each additional inch............. 4.00 Address your advertisements and replies to 


Positions Wanted Advertisements 
$5.00 50% off rates quoted 





Hardware Age, Classified Oppor- 





Set Solid, Minimum of 5 lines... .$3.00 
Each additional line........... 60 





Samples of merchandise, literature, catalogs, etc., 
be addr 





All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... £0 4 insertions, 10% off; 8 insertions, 15% 
Awenge 10 oa tee off oo — is psa pag Pig rsa 
te 
Allow One Line for Keyed Address Remittance Must Accompany Order (2 grees "peblication. oe 


to box numbers. 


tunities, 239 West 39th St., New 








ring more than ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





Erie, Pa. LOCATION Erie, Pa. 
Population 144,000 600 Diversified Industries 
21 YEAR LEASE 


Building in perfect condition with 40’ frontage, depth 120’. Four floors 
and excellent sales basement. Located between Erie’s two largest depart- 
ment stores. Terms on application. 

P. C. Cunningham 
1122 Erie Trust Bldg., Erie, Pa. 





VALUABLE INVENTION—HAVE PRACTICAL CHEAP can-opener, 
patented in U. S., Canada and foreign countries. Want reliable agent to 
interest manufacturers. Don’t apply without giving reliable references 
and facts showing ability and opportunity to connect with manufacturers. 
Best references will be given. Address Box H-816, care of Harpware AcE, 
239 W. 39th St., New York. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





Group of hardware retailers located in middle western city desires 
manufacturing connections in various lines for collective buying. Are 
incorporated and financially responsible. For further details address Box 
7259-A, care of Harpware Ace, Otis Bldg., Chicago. 





A 35 YEAR ESTABLISHED HARDWARE STORE on the main 
street in Washington for sale. I carry a stock between $25,000 and 
$30,000. Will sell the lease and get a renewal of same. ddress Box 
H-814, care of HARDWARE AGE, New York. 





Export South America 


_ I want position as traveling salesman in South Amer- 
ica, or as agent with seat in Buenos Aires. 

Would like to sell with samples for shipment from 
factory or will carry stock for you and ship from Buenos 
Aires. 

3illing and collection to be made by you, or I will 
buy your goods outright and carry stock. 

Can furnish warehouse space in Buenos Aires, efficient 
organization and capital. 

Will consider several lines which will work together 
and are fitted for the South American market, also spe- 
cialties, but only useful and reliable goods. 

Eighteen years’ experience as salesman and _ sales- 
manager in South America; first class references. For 
particulars address: 


George Neuschafer, Kerrville, Texas 














HELP WANTED 


WANTED—YOUNG MAN, 17 TO 21 YEARS OLD for retail hard- 
ware store in Indianapolis, Indiana. Must be a hard worker, neat, and 
— to learn. A knowledge of making keys preferred. Good opportunity 
or right party. Address Box H-828, care of Harpware Acer, New York. 





THOROUGHLY EXPERIENCED HARDWARE MAN competent in 
all branches of the general hardware business, including the merchan- 
dising of larger electrical appliances, paints, stoves and ranges, builders’ 
hardware, and other hardware. requiring concentrated sales effort will 
consider position as manager of a business that offers opportunity for 
progress or management of a department where there is chance for ad- 
vancement. Address Box H-830, care of Harpware Ace, New York. 





Experienced salesman in hardware and tool line to travel all over 
states. Imported lines. State experience, particulars, etc. Address Box 
H-821, care of Harpware Ace, New York. 





POSITIONS WANTED 





Hardware Man—12 years retail’ experience, knowledge shelf and builders’ 
hardware, tools, paints, plumbing and electrical supplies, desires permanent 
connection with opportunity for advancement. Can take complete charge 
of builders’ hardware department, blue prints, specifications, etc. Married 
and reference. Address Box H-815, care of HArpware Ace, New York. 





BY HARDWARE SALESMAN, WHITE, MARRIED, age 36, 7 
years experience selling; managed store 5 years; 2 years university 
schooling; technical knowledge of paints and painting; seeking permanent 
location; can furnish references as to gf and character. Address 
Chester Montross, Hoopeston, Illinois. R.R. No. 4. 





EXPERIENCED MANUFACTURERS SALESMAN CALLING on 
the hardware jobbers for years, vast acquaintance, employed, but desires 
to make new connection. Successful record, best of references available. 
Present headquarters, Minneapolis. Commission or salary. Address Box 
H-811, care of Harpware Acz, New York. 





Salesman desires connection with manufacturers of Mechanic Tools or 
Hardware, preferably in New York and P Ivania 7 Sa 
a 1 reference. Address Box H-806, care of DWARE 

cz, New 





HARDWARE SALESMAN WITH EXTENSIVE EXPERIENCE as 
jobber’s salesman of general hardware. Am traveling for present em- 
ployer over 18 years, would like a change with chance for advancement 
with manufacturer of tools, paints and varnish, glass or hardware. To 
travel Pennsylvania, New Jersey or Maryland. Address Box H-829, 
care of HarpwAre Ace, New York. 





POSITION WANTED IN HARDWARE STORE in small city or 
town, by experienced man, Michigan preferred. Can do anything and not 
afraid.of work. Address “Hardware,” 6750 Vinewood Ave., Detroit, Mich. 





INDUSTRIOUS CAPABLE EXPERIENCED hardware and_ mill 
supply man, age 27, with sales department experience, desires change. 
A-1 references. Address Box H-817, care of Harpware Acer, New York. 





SALES ACCOUNTS WANTED 





Experienced salesman with fine connection, calling on principal hard- 
ware dealers throughout New York State, Pennsylvania, Ohio and West 
Virginia would like to hear from Manufacturers desiring representation 
J _—* basis. Address Box H-822, care of Harpware Acz, 

ew York. 





MANUFACTURERS’ AGENT CALLING ON MANUFACTURERS, 
jobbers, department stores and dealers in Boston and surrounding cities 
desires another sales item. Can furnish car and finest references. 
Address Box H-832, care of Harpware Ace, New York City. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





WONDERFUL STAPLE SIDELINE for capable salesmen calling on 
variety, hardware, housefurnishing, and general stores in towns and 
cities under 50,000 population. Neier strong factory lines to choose 
from. Extraordinary low prices. Big demand. Commissions paid week- 
ly in advance. Get interesting details quickly. Syndicated Factories, 
Trenton, New Jersey. 





MANUFACTURER OF SOLID BRASS ANDIRONS, fire sets and 
candlestick line wishes representation in every state of the Union and 


Canada. Also carries garden hose nozzles and a line of builders’ and 
aa hardware. Address Box H-831, care of Harpware Ace, New 
York. 





PROFITABLE SIDE LINE FOR HARDWARE SALESMEN. Pat- 
ented Split Spring Nu-Way Faucet washers eliminate washer screws, no 
more broken screws to drill -, no fuss, “Just Slip it in.” Territory 
reservations to live man. Dept. A, Box 736, Northampton, Mass. 





MANUFACTURERS of full line of Enamels, Polishes, and Cleaners 
want local representatives in all important cities, to call on Hardware and 
Automobile trade. State experience, lines handled, and territory covered. 
VELVET SPECIALTY CO., INC., 2214 Livernois Avenue, Detroit, Mich. 


WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpware AcE, New York City. 





MANUFACTURER BUILDERS’ HARDWARE has an — for 


Alabama and southern 


representative in territory comprising Florida, 
rgia. Prefer one — out of Jacksonville. In reply, state houses 
represented and lines carried. Address Box H-813, care of Harpware 


Acre, New York. 








SALESMAN CALLING ON JOBBING and RETAIL TRADE to 
handle E-Z screen and door hinge, distinctly different. Commission basis 
only. Territories open, Metropolitan New York, Southern States and 


States immediately West of Mississippi. THE MASTER PRODUCTS 


CO., 6410 Park Ave., Cleveland, O. 








COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 

















Are You Looking for 
REAL Sales Representatives? 








The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 








\ 
“4 
> 


7 
ih 
TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


NY.) 5 On 1O):33) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 











Osborne High Grade Punches 








Belt Punches Arch Punches 


Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


as well as our 


‘ools. 

The above tools will please your customers, 
famous Round and Oval inches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. 

Write for Catalog. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Try us. 























ARMSTRONG BROS. 
Chain Pipe Vises 


Universally known for their lasting qualities 
on stiff jobs. Write for free Catalog show- 
ing the Complete Line of Pipe Tools, 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S. A. 











Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Smell Tools, Utensils, Blectrical Goods, Btc. 
Enemeling, both h baked ond air dried. 


STRATTON MFG. CO. Stratton, Maine 





PITTSBURGH 






Pecf Products 


Glass- it Newnes ~Brushes 
GLASS Co. 


PITTSBURGH PLATE 





Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 


Confidence in hampion, Brand 
WU, 0 


140 Maple St., DanVers, Mass 
“Licensed under the General Electric 
Company's Incandescent Lamp Patents.’’ 














Se 


nan heh san 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract 


No allowances will be made for errors or failure to insert. 
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Aluminum Cooking Utensil Co.. 
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American Fork & Hoe Co 
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American National Co......... 
American Radiator Co........ 
Americans Ring Co............ 
American Saw & Mfg. Co 
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Bowen Products Co........... 
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Bright Star Battery Co........ 
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Cable Supply Co......... a 
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Challenge Refrigerator Co.. 
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Cheney & Sons, S..........:. 
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Chicago Flexible Shaft Co..... 
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Clayton & Lambert Mfg. Co... 
Clemson Bros., Inc........ 
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Connecticut Valley Mfg. Co.... 
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Continental Paper & Bag Mills 
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Crosman Arms Co.......... 
Crown Cork & Seal Co.. 
Cyclone Fence Co............. 
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Damascus Steel Products Corp. 
Day-Fan Electric Co........ 
Dazey Churn & Mfg. Co..... 
De Laval Separator Co..... 
Detroit Torch & Mfg. Co..... 
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Murray Rubber Co........... 
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Trimont Mfg. Co.......-+2-- 
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The Old Time Hardware Store 


Back in 1885 in Filo Smock’s hardware store in Sleepy Hollow, 
they used to sit around the stove and swap stories. 


“Nothing to do till tomorrow” was the slogan in those days, 
and tomorrow never came. Customers were few and far be- 


tween. 


How time has changed hardware business methods. Now it’s 
copper store fronts, attractive show cases, modern shelving, 
beautiful display racks and window displays that are “The 
talk of the town”. 


The only stories they have time for now are the merchandising 
stories and the window display suggestions that appear in 
Hardware Age. 


The ideas they get from these stories and window displays 
MOVE the merchandise. 


Hardware Age 


239 West 39th Street, New York, N. Y. 























Dazey Metal Churn 
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electricity 
is no novelty 
any more 


The increasing number of individua! 
farm lighting plants in use and the rapid | 
extension of power lines into rural com- ~<f 4 
munities have brought to thousands of == 
farms the enjoyment of electric lighting 
and the convenience of electrically operated equipment. The modern 
housewife now knows the pleasure of churning with electricity. 


The Dazey Electric Churn 


Adding electric power to a churn which already holds leadership as a 
butter maker, establishes the Dazey Electric as the most perfect churn 
obtainable. Extreme simplicity of operation, cleaning facilitated by 
easy removal of receptacle, dashers and dasher shaft, economy in oper- 
ation, dependability over long periods of continuous use, more and bet- 
ter butter—these are features offered by the Dazey Electric Churn. 
Made in 4, 6 and 10 gallon sizes. 

Be prepared to demonstrate the ease and convenience of churning with 
a Dazey Electric. Stock one of the above sizes as a demonstrator, being 
certain to state, when ordering, the kind of current. used, voltage and 
cycles. 














Dazey Churn and Manufacturing Co. 
Carter & Warne Avenues St. Louis, Mo. 





How Is 
Your Stock 
of Sharpits? 


Dealers report, “The new, 
improved Sharpit is going 
good; a short demonstra- — 
tion sells it easily.” Better * 
check up on your stock — 
today. Sharpit is a profit- 
able item that can be sold 
to almost every house- 
wife. 


ORDER FROM YOUR JOBBER 
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means Profits ! 


HE PREFERENCE for Valspar 
Brushing Lacquer is becoming 
greater every day. 
The quick drying, long wearing, 
waterproof qualities of Valspar 
Brushing Lacquer plus the most 


extensive and distinctive advertis- ' 


ing, have brought about this great 
popularity. 

Dealers everywhere are making 
their paint shelves pay larger divi- 
dends—by stocking Valspar Brush- 
ing Lacquer—the quick turn-over 
lacquer. 


The name VALSPAR insures 
Easy Sales and Satisfied Customers. 












VALENTINE’S 


VALSPAR | 


BRUSHING 


Have a Demonstrator 
In Your Store! 


Women demonstrators arouse in- | 
terest in your store. Sales volume | 
jumps ahead—not only ofthearticle | 
demonstrated but everything else | 
you sell. It is good merchandising. 


The Valspar Brushing Lacqu 
Demonstrator will help you! S rail 
we arrange to send her to you? 
Write for appointment to have her | 
come to your store. 


VALENTINE & COMPANY 
386 FOURTH AVENUE 3 


NEW YORK CITY 
CHICAGO BOSTON DETROIT 























